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There are many new cars in your neighborhood 


Look around you and see the great number of shiny, brand new 
Buicks, Fords, Studebakers, Franklins and others. Many of them 
need garages. That is where you enter the scene with Garage Door 
Sets. 





We, the National Manufacturing 
Company, have what is considered 
by many to be the most practical 
Four-Door Garage Set on the mar- 
ket. It is known as the NATIONAL 
No. 804 and is very popular with 
Builder, User and Dealer alike. 


What pleases the builder and 
his men 


The set comes complete, packed in a handy 
box with all bolts and screws of proper size 
for attaching. Every arrangement that 
could save the carpenter’s time has been in- 
corporated in the construction of this set. 
It is speedily erected and makes a neat, good 
looking job. 








W hat the user likes about it 7 


No sun or rain can enter the garage, the i 
doors are weather-tight. They swing into 
the jamb against stops, as in all high class 
door construction. All parts are protected 
from the weather and neither snow nor ice 
will interfere with their operation. = 


The hangers are easily adjusted should the 
doors warp. Will never injure car because 
the doors can’t accidentally swing out. 
Easily operated, a slight shove opens them, 
a slight pull shuts them. 


Prices right. 





W hat you will like. 


They are moving fast now. Extensive advertising has made these Garage Door 
Sets, as well as our other products, well known to architects, contractors, builders 
and car owners. Our co-operation will prove of real help, and remember, we sell 
direct, which means you buy at a saving and sell at increased profit. 


Prompt delivery; send for catalog and prices. 


National Mfg. Co. STERLING, ILL. 
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AVE you ever heard a real 
sportsman say that he didn’t 
care a rap for his equipment 

or that any old thing was good 
enough for him? 

If you have, I’m sure that that 
chap was far from the average, since 
almost every sportsman is extremely 
keen for the best he can buy. 

To me there is always one happy 
thought about the sporting goods 
department of the hardware store. 
This consists in the fact that there 
is really no time in the entire year 
which is “dead season” for this class 
of merchandise. 

If athletic goods are sold, even the 
slow-moving winter months assume 
an activity of their own under proper 
stimulus on the part of the dealer. 

And when spring rolls around and 
the winter snows are exchanged for 
budding shoots and green grass 
plots, every sportsman begins to 
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By A. H. VAN VorIs 


think about fishing season, and 
anxiously checks off the days until 
this momentous one arrives; it’s 
come and gone now, but interests in 
this fascinating sport is still on the 
increase and will continue good work 
through the summer months. 

The early spring trout fishing 
merges into the warmer months of 
summer camping, boating, touring, 
hiking and picnicking; and these 
wonderful summer days are soon fol- 
lowed by fall hunting and camping. 
This seasonal cycle brings its own 
sport for each period, for the joy of 
its devotees and for the profit of the 
dealer. 

This, in very brief summary, is 
what sporting goods offer to the 
hardware dealer who carries the va- 
rious accessories of play. 

I know that the editor of this pub- 
lication has as his editorial goal the 
desire to bring an exchange of ideas 
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to the readers—articles which pre- 
sent practical thoughts and not 
mere fanciful theories; and in this 
little story on selling sporting equip- 
ment, I shall try to combine two 
things whieh I hope will work out in 
an interesting and somewhat instruc- 
tive manner. 

First of all, I may say that I am, 
personally, greatly interested in 
camping, hiking, motoring, hunting, 
and such kindred sports, and in a 
modest way can call myself an ama- 
teur sportsman in that I am fortu- 
nate enough to have a small summer 
camp on a little mountain lake in the 
Catskills, which in the ten years 
since it was built has come to be 
pretty well equipped with most of 
the necessities and many of the com- 
forts which go to make up pleasur- 
able outdoor life. 

Thus I have the natural enthu- 
siasm of the sportsman, combined 
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Old fence rails for gun racks, leaves, branches and moss make an attractive setting 


for this display of Alex. Grant’s Sons, Syracuse, N. Y. 


It’s adaptable to any store, 


large or small 


with the dealer instinct, so that at 
the very beginning here is a subject 
which I like tremendously. 

The second feature which I want 
to weave into these few pages is an 
interview which I recently had with 
a young man who just returned from 
a trip via Ford from one of the East- 
ern states to California. 

This trip, with one companion, 
was distinctly of the stop-to-camp- 
where-you-are-at-nightfall kind. 

These young chaps had recently 
graduated from one of the large 
Eastern schools of business adminis- 
tration, and had both been specializ- 
ing in positions of store manage- 
ment and arrangement. Accordingly, 
the trip gave them remarkable op- 
portunities for first-hand observa- 
tion of a great many stores across 
the continent. 

With the idea of keeping “the 
frosting of the cake” as the last and 
best morsel for your readers, per- 
haps I may first express some of my 
own ideas on the sporting goods end 
of the hardware business. 


Many Angles to This Line 


First, I should say that it has the 
ple.sing and cheerful aspect of pre- 
senting a great many more prospects 
than we may expect. 

Almost every motorist is somewhat 
of a sportsman. 

Not always is he bent for hotel 
dining-room when en route by high- 
way or byway for some known or 
unknown point. 


Many a time, with his family, the 
midday meal or evening repast will 
be eaten at some cool and inviting 
spot along the roadside; in some lit- 
tle woods or by a brook, where lunch 
kit will be opened, folding table set 
up, blankets spread out on the 
ground and a little fire kindled be- 
neath the folding camp stove. 

All of this equipment takes up but 
little room in the car, and it is be- 
coming more popular each season; 
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and as it does not need a long motor 
trip for its enjoyment, there is no 
limit to the prospects who can be 
sold, with the hardware store as the 
source of supply. ) 

There is, of course, the more ex- 
tended auto tour made comfortable 
and convenient with a trailer in the 
rear. 


Outfitting the Tourists 


The outfit for these tourists who 
cover hundreds of miles in a trip is 
necessarily much more complete, and 
suggests the sale of such articles as 
folding cots, tents, cooking utensils, 
sleeping bags, gasoline burning 
camp stoves and similar merchan- 
dise. 

Thus I feel that the first-men- 
tioned equipment presents splendid 
possibilities for the average store, 
and in this article it is my idea to 
consider such features as may be of 
interest to the largest number of 
readers. 

If a camping ground is located in 
your vicinity, an appeal to the own- 
ers should be productive of good re- 
sults. 

Certain equipment is always being 
lost, or wears out and must accord- 
ingly be replaced. 

Right along this very line, it hap- 
pens that to-day’s mail brought to 
my desk a letter which deals with 
more than 200 individual items of 
camp equipment for a certain asso- 
ciation. If this order is landed it 
means a very substantial profit to 
the merchant in question; and even 
if he doesn’t get it, some one else 





The semblance of a stone gateway provides an attractive background for this fishing 
tackle display, while symmetrical arrangement also aids in securing the desired effect 
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will; so it goes to show what is be- 
ing done along the line. 

There are so many things which 
these campers and cottage colonies 
need. 

Some of the merchandise involved 
is not exactly sporting goods; but 
were it not for the outing instinct 
of these folks, we wouldn’t have the 
demand for such supplies from them, 
as oil cook stoves, axes, hammers, 
saws, canoe paddles, oars, refrigera- 
tors and wood chunk stoves. 

Perhaps a new addition to a camp 
is being contemplated; this fre- 
quently happens as new conditions 
and requirements are always com- 
ing up in these places. 
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and new customers to the store; and 
they are essentials which should not 
be underestimated or overlooked by 
any hardware dealer who seeks to 
create sales for this class of goods. 

I got some good angles on this 
business the other day, when I spent 
a couple of hours in going over the 
complete line of one of the large 
national advertising manufacturers 
of fishing tackle. 

These specialty salesmen bring us 
good suggestions; as they go from 
one store to another, they are in a 
position to hand out good ideas 
which they glean along the way. 
As such, these salesmen should 
be treated as store guests, for they 
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One rather large store had a regu- 
lar glass aquarium in the front part, 
in which were placed the largest fish 
of certain varieties caught in that 
vicinity. The management arranged 
prizes of fishing tackle for the largest 
fish of its kind brought to the store 
alive during a certain period of time, 
and from inquiry from the manager 
of the department it was learned 
that these fishing contests brought 
splendid returns in interest created 
for this department. 

Another store had a remarkable 
display of fishing rods. 

Instead of merely collecting them 
in one place in the store and laying 
them out for display in some hit- 
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Autumn branches above and leaves under foot add greatly to the appearance of this sporting goods window of the Nicholas 


Hardware Co., Oak Park, Il. 


Another line which is good during 
all seasons in various sections is 
fishing tackle. 

Enthusiasts seem to dream of this 
sport even in mid-winter, when they 
occasionally give their outfits the 
once-over with a little drop of oil here 
and there on rod, reels and spoons. 

To go into the details of fancy 
tackle would mean a book devoted to 
this subject alone; suffice it to say 
that every dealer is his own best 
judge as to the amount he should 
carry in stock to suit his own local 
demand. Proximity to good fishing 
grounds determine this demand quite 
largely. 

In our own case we make a good 
play for the trout and bass seasons, 
since our local lakes and streams are 
largely stocked to these two game 
fish. 

Advertising and display are ever 
so important in bringing both old 


can bring many good ideas to the 
dealer. 

Now, then, at the beginning of 
this article I stated that I had re- 
cently heard of various practical and 
sometimes novel methods of display 
and selling this sporting goods mer- 
chandise in hardware stores, as ob- 
served by our young cross continent 
tourist-campers, and I want to tell 
you about some of them. 

One store had a novel method for 
displaying artificial baits. 

A tier of shelving had been de- 
voted to these baits, with special 
two-part drawers for each individual 
kind. In the lower half of the 
drawer a glass panel covered a neatly 
mounted and labeled sample of the 
bait, while in the upper half the 
stock of this item was kept. It at- 
tracted favorable attention, and was 
located in a place accessible to all 
fishing prospects. 


You’ll find leaves everywhere, so why not use them? 


and-miss method so commonly in 
vogue, in this store there was a semi- 
circular display rack. This was so 
arranged that a prospect could stand 
directly in front of four or five 
dozen different rods. He could then 
select any of them from the rack, 
turn around and test out any rod 
for flexibility, balance, etc., to his 
own satisfaction, with plenty of 
freedom of action. 

Along the line of service one store 
had a special live bait department; 
they hired boys to brimg in those 
popular black water bug baits known 
in that section as “what-is-its”; and 
these same boys also brought in cans 
of freshly dug angle worms. Both 
of these sold in great volume to local 
fishermen, who were glad of the 
chance to get fresh bait when they 
wanted it, since a telephone call as- 
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(Continued on page 90) 








SSP. 
--— 
aoe ie te 
WW . 


ay 


HARDWARE AGE 


The 
Scarlet Fever 
Store 


By Ralph Barstow 





September 14, 1922 














CROSS the street there had 
been some kind of activity go- 
ing on for over a week. The 

old brick building with its dusty win- 
dows that had been vacant for almost 
two years, was shrouded from the 
vision of the passer-by, up to above 
the second-story windows by a false 
front of matched boarding, and al- 
ready one or two venturesome bill- 
boarders had slapped their quarter 
sheets on the boards. 

Old Man Starling had not paid 
much attention at the beginning, but 
one day he got up from his rickety 
swivel chair, and peered across the 
street, grunting with genial disap- 
proval as various trucks and work- 
men busied themselves about the 
mysterious boardage. 

“What darn fool is spending his 
money over there?” he finally said to 
himself. 

Bud and Fred had seen the “To 
Let” signs come out of the window, 
and had speculated for the past week 
on what was going on. But it was 
Johnny the teamster who exploded 
the bomb. 


| Competition Appears 


“Guess you’re going to have some 
competi- 
tion,” said 
Johnny one 
morning, 
through his 
missing front 
tooth, as he 
backed his sin- 
gle rig up to 
the loading 
platform. 

“As how?” 
said Fred, look- 
ing up from his 
checking of or- 
ders. 

“Oh, over 





going to be over there?” said Fred. 

Bud Starling, who was passing, 
paused by the desk to take in the 
conversation. 

“Red Front Auto Supply Store. 
They’re going to have them all over 
the country. Sell everything from 
cotter pins to truck tires—cheaper 
than anybody else in the world.” 

“Oho, oho!” said Fred, buckling 
down to his orders again. 

“Aha, aha!” said Bud, and started 
for the front of the store where the 
Old Man was chewing the end of a 
perfectly good fifteen-cent cigar into 
a sponge. 


The Scarlet Fever Store 


“Life is just one blamed competi- 
tor after another,” said Bud to the 
Old Man, and he pointed across the 
street. 

“Huh? What? Which?” 

Bud waved again. “Over there. 
Red Front Auto Supply Store. Every- 
thing 25 per cent off.” 

“Red what?” said the Old Man. 

“Red Front—paint!” 

“Heck—scarlet fever,” said the 
Old Man, and Bud chuckled his ap- 
preciation. 

By three weeks it wasn’t so funny. 


———--- seme FRONT AUTO SUPPLY 
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The drapery of boards fell away, and 
there, as brilliant as carmine paint 
could make it, stood a new auto sup- 
ply store; lights in the window, signs 
on everything, and bulletin boards 
on the sides with changeable letter- 
ing in place of the old-fashioned 
painted sign which could not be 
changed. 

And scarlet fever it was; a catch- 
ing disease was started by that store 
as one by one the various supply 
houses felt the influence of the Red 
Front price cuts—ten cents cheaper 
on this article; twenty-five cents 
cheaper on that. A store up the 
street would be hit, and in exaspera- 
tion would cut under the Red Front, 
and a store down the street would 
retaliate against the Red Front bar- 
gains with still further inroads. 
Red Front did a rushing business. 
Old Man Starling started each morn- 
ing with a good round cursing out 
of the fiery-colored establishment. 

Bud’s cherished auto accessories 
department began to show a falling 
off in trade along with the others, 
and Bud wandered around looking at 
his merchandise, his head cocked on 
one side and “his hands behind his 
back, whistling through his teeth a 

tuneless, end- 
less jig. He’d 
look at his 
goods; he’d look 
at his prices, 
and then he 
would peek 
across the 
street and shake 
his head. 
“We've got to 
do something,” 
he said to Fred. 
st “Of course they 
don’t sell every- 
body, but they 
will run us out 
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across the 
street. Haven’t 
you heard?” 

















“No, what is 


of the business 
if we just sit 
still. How can 
they make any 














UMI 


September 14, 1922 


money when they sell at such low 
prices ?” 

Fred shook his head. 
maybe.” 

“No-o-0, I don’t believe it,” said 
Bud. 


“Volume, 


One Great Weakness 


“I know one place where they’re 
weak,” he added. 

“That’s queer,” said Fred. “I was 
commencing to think they didn’t have 
any weak spots.” 

“Yes, they’re weak as dishwater.” 

“Well, how’s that?” said Fred. 

“Own goods’ and ‘pirate parts. 

“IT don’t get you,” said Fred. 

“You go over there and try to buy 
a set of piston rings. You see if they 
don’t spend a lot of time trying to 
sell you Red Front piston rings. You 
go over there and try to buy a hub 
casting for a Ford, and I’ll bet you 
a ginger cooky that they’ll sell you 
a pirate—or try to.” 

“What does that matter if they 
give you the price?” said Fred. 

“Matter! Why, boy, look here. 
Come outside a minute.” 

He led Fred up to the old delivery 
Ford that was parked at the side 
door. The left front hub cap was 
gone, and the hub casting was ex- 
posed. With a piece of waste Bud 
wiped it clean. 

“See that? It costs $2. Red Front 
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price, $1.65. You take this one off 
and I’ll go over and buy one of theirs, 
and we'll compare ’em.” 


The Weakness of “Pirate” Parts 


Fifteen minutes later they had 
their heads together comparing the 
two parts. The original was some- 
what battered, but good for plenty 
of service; and the new one looked 
the same. 

Fred said, “I can’t see why I 
should pay $2 for a genuine if I 
could save 35 cents by buying that 
one. That looks good to me.” 

“Wait a minute,” said Bud. 
a hub cap on the original.” 


“Run 
From 
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his pocket he produced a nickel- 
plated part, and they screwed it on 
successfully. 

“Try it on the pirate!” 

Lo and behold, it wouldn’t fit! 
The threads wouldn’t even begin to 
start. 

“Go get your micrometer,” said 
Bud. 

Measurement showed the pirate 
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a way they can’t be regarded as 
duplicates.” 

“Well, you just gave me an order 
for sizes to fill up your stock of my 
goods ?” 

Fea." 

“Well, now, when the next sales- 
man comes in will you give him an 
order the same as you did me?” 

“Yes,” said Bud. 





part to be sufficiently oversize to 

spoil any chance of fitting the hub 

cap on it unless the hub cap were 
equally oversize. 

“Let’s see what 

sort of castings they 


are.” 
Worth the Difference 
With a hammer 


Bud _ attacked first 
the original and then 
the new casting. The 
original stood up un- 
der the blows and 
merely flattened a 
little out of shape, 
but the new one 
cracked and _ broke 
under the treatment. 

“Does that mean 
anything?” said Fred. 

“Yes—dead casting—poorer iron 
with more imperfections, or poor 
handling. Maybe unequally cooled. 
Changes the grain. Which would 
you rather have now, Fred?” 

Fred threw up his hands. “I’m 
cured. I’ll pay the 35 cents extra.” 
Bud went back to his studying. 

One day a traveling salesman 
asked him a stirring question. 

“How many different lines of this 
one item do you carry, Mr. Star- 
ling?” 

“Three,” said Bud. 

“Why?” 

“Three duplicate stocks? If we’re 
out of one we'll sell the other, so in 


“Well, then, you mean you carry 
three duplicate stocks?” 

“Practically that,” said Bud, and 
looked thoughtful. 

“Doesn’t my line sell better than 
the others?” 

“Oh, yes—yes.” 

“Well, you know why, don’t you?” 

“Well, I suppose you boost it 
more.” 


Boosting Brings Business 


“Boost it more is right, but you 
don’t get the idea. When a man buys 
anything in our line we have pounded 
into his head through the magazines, 
through billboards, our name. I 
don’t suppose you’ll tell me about the 
comparative sales; but you look into 
it and see.” 

Bud did. He found the advertised 
line was selling three for one of the 
two fairly well-known but unpushed 
lines. And he got another hunch 
right there. 

A week later he stood before the 
Old Man arguing, the Old Man say- 
ing “No” and Bud trying to convince 
him. » 

“We’ve got ’em licked if you let 
me go to it—they’ve got us licked 
for six months or a year if you 
don’t,” said Bud. 

“Let ’em have it. If the darned 
fools want to go over there and buy, 
let ’em buy,” bellowed the Old Man. 

“That’s no way to meet competi- 
tion,” said Bud. 

“Competition? Who said that was 
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competition? They give the stuff 
away!” 

“Yes, but they can be licked on 
their own ground. I want to take 
and arry nothing but advertised 
goods; nothing but genuine parts; 
and I want to tell every motorist 
that can possibly buy from us why. 
I’ll have to spend money on letters 
and newspaper advertising, and on 
signs; but it will put us on the map 
ahead of all the other competitors; 
and we won’t have to cut prices to 
do it!” 

“Yes, spend every cent we can 
make on your precious advertis- 
ing;” and the Old Man waved his 
hands over his head. “Go on—spend 
it! Break us, and you’ll be walking 
the streets after I’m dead!” 

This was approval. Bud was sat- 
isfied. 


Featuring Standard Goods 


He began stocking only standard, 
thoroughly known accessories, and 
put the others on his bargain tables 
at lower prices than the Red Front, 
to clean out. Then he took space in 
the local newspapers and, instead of 
pictures and prices, began to write 
editorial copy explaining the virtues 
of original parts, backed with a 
guarantee that would never be called 
on. “What use is a guarantee if 
you’ve got to constantly request re- 
placements?” was one of his ques- 


American Wire Fabrics Co. 
Personnel Unchanged 


Friends of C. K. Anderson, president 
of the American Wire Fabrics Co., will 
be pleased to know that the present 
plans of the Wickwire-Spencer Steel 
Corporation include the provision that 
the wire fabrics firm retain its corpo- 
rate identity and executive personnel. 

The present executive personnel of 
the company, which is expected to con- 
tinue operation, is as follows: C. K. 
Anderson, president; C. L. Hoff, vice- 
president; W. F. Harrah, vice-presi- 
dent; C. S. Rohrbaugh, vice-president 
and general superintendent; M. N. Gil- 
bert, secretary-treasurer. These officers, 
with George A. Wolf and William H. 
Ottemiller, comprise the board of di- 
rectors. In the sales division L. G. Mc- 
Donald is manager, assisted by John D. 
Stodder. T. E. Richards is the New 
York manager. 

During his early business career Mr. 
Anderson went into partnership with 
F. A. Hastings, under the name of 
Hastings & Anderson. Among the lines 
carried was wire cloth. Success with 
this particular line led to the formation 
of the National Wire Cloth Co., Niles, 
Mich. His next venture was the forma- 
tion of the American Sales Co., a con- 
cern organized to handle and supervise 
the output of nine wire cloth factories. 
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tions. And he took some pains to 
puncture the paper guarantee people 
by showing that the best guarantee 
was the part that performed without 
falling down. 

Without mentioning any names, 
he made it clear that when a man 
came to the Starling Hardware Com- 
pany and asked for standard goods, 
no attempt would be made to sell 
him something put up by an anony- 
mous manufacturer under a trick 
label. “For,” said Bud to Fred, “it 
would make me mighty sore to have 
pirate parts forced on me con- 
tinually when I wanted what I’d 
asked for.” 


Business Improves 


The old multigraph was grinding 
out letters to be sent to the registra- 
tion list, and the store blossomed out 
with reproductions of advertise- 
ments, with additional editorial 
copy; and Bud hired two young men 
to work the garages in favor of 
standard parts. Here a surprise met 
him. He found the garages very 
resentful of pirate parts, as they 
took so much more time in fitting, 
and because they very frequently 
broke down and the work had to be 
done over, and the garage got 
blamed. Business began to pick up. 

The Scarlet Fever Store began to 
cut prices a little more severely, and 
the other stores up and down the 





From the experience gained in this ven- 
ture Mr. Anderson conceived the idea 
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street began to place their shots. 
One store would run a price way 
under the Red Front on one item — 
alone, while another store would 
cunningly underbid the Red Front 
on a separate and distinct item. As 
soon as Bud’s unadvertised stock 
was cleaned out he stopped cutting 
prices. He talked quality, reliabil- 
ity, endurance, and slowly but surely 
the high-class trade began coming 
back. 


Reliable Goods Win Out 


One morning at the breakfast 
table the Old Man let out a snort and 
said: “See this? Look, I told you 
they couldn’t last—darned fools cut 
their own throats. Now we’ll have 
to watch that red paint get dirty 
over there!” And he pushed the 
paper under Bud’s nose with a fin- 
ger pointing to a small paragraph 
headed, “Involuntary going into 
bankruptcy of Red Front Auto Sup- 
ply Company” and an account of the 
appointment of a receiver. 

At the end of the year Bud took 
occasion to talk with some of the 
other auto supply stores around 
town, and found that they had suf- 
fered some pretty severe losses; and 
the red ink on their books was a 
memorial and a reflection of the red 
paint on the Scarlet Fever Store. 

Bud’s entries were in the ink that 
writes blue and then turns black. 


of the American Wire Fabrics Co., 
which would combine the businesses of 
five manufacturers of wire cloth located 
in various Eastern and Middle Western 
cities, 

When he took the initial steps to 
form the company, business acquaint- 
ances predicted the ruin of Anderson 
and his associates, but he was positive 
that his new company would be a suc- 
cess. And it was from the start. Mr. 
Anderson was elected secretary and 
treasurer at the outset, and a few years 
later, in 1916, the board of directors 
elected him to the presidency. 

The American Wire Fabrics Co. was 
organized in 1911, and originally com- 


- prised the following factories: Ameri- 


can Wire Cloth Co., Clinton, Iowa; Na- 
tional Wire Cloth Co., Niles, Mich.; 
New Freedom Wire Cloth Co., New 
Freedom, Pa., and Pennsylvania Wire 
Cloth Co., Mount Wolf, Pa. Later the 
company bought the machinery and 
equipment of the Standard Wire Cloth 
Co., Glen Rock, Pa., and the Pittsburgh 
Wire Cloth Co., Pittsburgh, Pa. All 
these plants have now been consoli- 
dated into two locations, one at Mount 
Wolf, Pa., and one at Blue Island, Il. 

Later announcements are expected to 
tell how the various products of the 
Wickwire-Spencer Steel Corporation 
and American Wire Fabrics Co. will be 
marketed. 
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Hardware 
Profits from 


Father Time 


OO 


Clocks and Watches 
Bring Many 
Additional Dollars 


to the Cash 
Register According 


to the Records 
of Seeger’s Hardware 


Store of 
Frederick, Md. 


Oo 


HERE are two requests a man 
will make of a stranger. One 
is to ask for a match. The 

other perhaps, even more common, is 
to inquire the time of day. It is sur- 
prising, however, to find that so many 
people of the present day are un- 
equipped with a suitable timepiece. 
All of which makes a line of watches 
a valuable asset to a hardware mer- 
chant. Many dealers carry alarm 
clocks and surely watches represent 
a companion line. 

In Frederick, Md., Seeger’s Hard- 
ware Store does an annual business 
in pocket watches that has averaged 
around $800 for the last four years. 
Mr. Seeger says it is a good line 
to handle if the dealer does not get 
in too heavy. He advises that the 
range in selling price be from $2 
to $20 per watch. He places par- 
ticular emphasis on the high price 
limit of $20. Above that figure the 
consumer offers sales resistance, un- 
less you are so situated that jeweler 
opposition is not very keen. For, 
says this Maryland dealer if a man 
has $50 to spend on a watch he will 
usually go to a jeweler. 
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When customers are waiting to receive their parcels they pay particular 


attention to nearby displays. 


That’s why the case of watches is found nezt to 


the wrapping counter in Seeger’s Hardware Store 


Mr. Seeger keeps his watches in a 
neat show case located in the center 
of the store on one of the counters. 
The case is located alongside of the 
wrapping counter. The point in this 
is that people often watch a sales- 
man wrap a bundle and then notice 
the watches. Farmers who come in 
for tools, plows and other necessities 
serve as a good channel for the sale 
of low priced watches. Mr. Seeger 
often suggests the purchase of a 
watch to a farmer if he notes that 
the man does not carry one. 

During the Christmas holidays 
his store sells more watches in a 
period of three weeks than in any 
other eight weeks during the year. 
This is only natural as watches have 
long been considered among the most 
useful and acceptable of gifts. This 
merchant also tells us that he places 
the show case in the window oc- 
casionally with a small show card. 
At graduation time this little idea 
sells watches in fair quantities as the 
suggestion that the boy or girl who 
is graduating will welcome a watch 
goes over big. 

A hardware dealer can sell watches 


with but little effort as a case of 
timepieces attractively arranged, 
located in a place where they will 
be seen, will do their own sales work. 

Alarm clocks offer a larger field, 
says Mr. Seeger, as this particular 
style of clock ordinarily receives 
careless handling. People never 
seem to think well of an alarm clock 
and they try to turn it off in the 
morning without getting out of bed. 
Consequently it is overturned, 
knocked off a chair or broken. Then 
follows the replacement sale. 

Getting back to Seeger’s watch 
show case we find that he keeps a 
similar case of flashlights above it. 
On top of this second case is an oil 
lamp. During the vacation time all 
of these items are bought by camp- 
ers and tourists who gleep in tents 
instead of hotels. The lamp is for 
steady illumination and the flash- 
lights of course for emergency use. 
The watches keep the owner posted 
at all times. 

Why not try a case of watches? 
Get them in before the Christmas 
season and add several hundred dol- 
lars to your annual business. 








Booth 
Displays 
Boom Sales 


of 


Small Items 
oO 2 


MONG the essential retail deal- 
A ers the hardware merchant is 

frequently considered second 
only to the vender of foodstuffs in 
point of importance. For the vast 
majority of items regularly carried 
by hardware stores represent real 
household necessities indispensable 
to our present day existence. Many 
small articles which are carried by 
every store are seldom commented 
upon when sales and advertising pro- 
grams are outlined. Too many deal- 
ers are of the comfortable opinion 
that lamp wicks, lamp chimneys, cur- 
tain rods, tinware and similar small, 
yet important articles, are common 
everyday necessities and will be in 
periodical demand irrespective of 
sales work. These dealers frequently 
contend that anything bordering on 
the unusual in the merchandising of 
these articles would be undue and 
wasted attention. 

J. W. Hicks of Hicks & Watts, 
Rockville Center, N. Y., does not 
agree with the class of men men- 
tioned in the preceeding paragraph. 
He feels that too many people need 
staple items, but neglect to buy them. 
In fact he knows this to be true. 
He further knows that common es- 
sentials are taken for granted and 
though missing and needed the 
housewife overlooks their purchase 
indefinitely. 

Mr. Hicks knows this because of 
the success he has encountered in 
the use of special sales booths for 
this class of merchandise. Along the 
left hand wall starting midway from 
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This shows the way in which Hicks & Watts, Rockville Center, N. Y., feature small 


items by means of booth displays. 


The cards at the top of the partitions tell the class 


of goods sold across the aisle 


the front of the store he has built 
six partitions. Each of these ex- 
tends 6 ft. from the wall shelving 
and there is a space of 6 ft. between 
each partition. The partitions are 
approximately 9 ft. high. This pro- 
vides five enclosed booths and two 
outside display sections. These di- 
viding walls are painted white with 
a black trim. The color scheme 
makes them very conspicuous as you 
enter the store, and you cannot help 
but notice them. 

This simple yet interesting ar- 
rangement provides a miniature de- 
partment for goods that would 
ordinarily be - found distributed 


WALL 
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Showing the booth arrangement in the Hicks &€ Watts store 


throughout the store. Here is a plan 
that enables the dealer to maintain 
seven or eight» small sized depart- 
ments without the loss of space. For 
if the goods were placed along the 
wall shelves they would take the 
same space and would not attract 
the same amount of attention. 

The line diagram on this page ex- 
plains the stock arrangement. Per- 
haps you would want more sections 
in your store. You might even wish 
to alter the dimensions, but surely 
here is a novel plan that could be 
worked in any sized hardware store 
regardless of it’s size. | 

As to it’s effect on sales of these 
particular lines, Mr. Hicks tells us 
that his business on these items has 
materially increased since the instal- 
lation of the partitions. Actual com- 
parative figures are not immediately 
available but we have this dealer’s 
word for it that the scheme has been 
an exceedingly profitable venture. 
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Making the Stay at Home Children Happy 


with Toys 


“e 


Cool Weather Will Cause Many Children to Remain 
Indoors and This Should Result in Profits 
for Hardware Merchants Handling Toys 


mately 1,000,000 American 

children of various ages who 
will require someone or something to 
amuse them during this very month. 
Summer vacation trips are practi- 
cally at an end. The beach and moun- 
tain resorts are now but memories, 
and the kiddies can no longer be 
kept in good humor paddling in the 
water, digging in sand or by other 
vacation diversions. Thousand of 
mothers are this very day perplexed 
as to what they will do to keep their 
young ones happy and out of mis- 
chief. Thousands of other mothers 
have seen toys displayed in nearby 
retail hardware stores, and their 
problems for amusing the children 
have been automatically solved. 
Many others have read hardware 
dealer’s newspaper advertisements 
telling of toys and juvenile vehicles 
carried, and have registered mental 


‘Ta are probably approxi- 


vows to visit him at the earliest op- 
portunity. 

Imagine the warm regard these 
fortunate mothers will hold for the 
dealers who are ready to supply toys 
and vehicles, and think of the profits 
these dealers will derive from sales 
of fall toys. Weather conditions are 
such at this time that one never 
knows when a sunny morning will 
turn into a drizzly afternoon. A 
fine night, clear and blue will pre- 
cede a two-day stretch of heavy rain. 
Children cannot get outdoors to play 
in such uncertain weather, and they 
must accordingly be amused in the 
home. This opens the season for 
all kinds of mechanical and other 
indoor toys. Mothers will welcome 


the opportunity of buying fire-en- 
gines, rubber balls, toy cannons, lead 
soldiers, games, picture books, dolls, 
dolls houses, doll carriages and fur- 
niture as well as instructive games 


that help develop the juvenile mind 
toward a practical end. 

Toy railroad sets, extra tracks, 
switches, stations, signal systems 
tunnels, extra cars, and tunnels will 
be welcome playthings for kiddies 
during the rainy days. Then when 
a bright sunny day arrives the im- 
prisoned child (for that’s the way 
he feels about it) will want to get 
outdoors with a rush. Once the 
children get outside the question 
arises as to what will they do to 
amuse themselves? The percentage of 
children who find amusement with- 
out equipment is extremely small. 
The majority of them want coasters, 
small automobiles, express wagons, 
kiddie cars, Irish Mails, roller skates, 
scooters, drums and soldier suits. 
These items should be found in your 
toy department. 

At this time of the year families 
living in the northern States are be- 





“Little Joe” Weisenfeld of Baltimore, Md., maintains a toy department 
section given over to juvenile vehicles. 


which is complete in every detail. 
You'll find everything from toy automobiles to hobby horses here 


Here we see the 
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ginning to wrestle with early fall 
colds, and children are extremely 
susceptible to them. The changeable 
weather brings out a cough in even 
the healthiest youngster. At the first 
indication of a cough the poor child 
is kept indoors and dosed with medi- 
cine. The partially sick child frets 
that he cannot get out. He is well 
enough to crave activity, yet ill 
enough to warrant care. Here per- 
haps lies one of the greatest channels 
for the retail distribution of strictly 
indoor playthings at this time. 

Hardware merchants would do 
well at this time to consider the child 
with a cold when writing their ad- 
vertising copy. The sales suggestion 
would be welcomed by the parents 
who are caring for sick children. 
The promise of some toy that the 
child has wanted will serve to keep 
him contented. Once he obtains that 
toy he will keep occupied, his fretting 
will disappear. This, perhaps, seems 
to be a small thing. Maybe it is when 
one considers the broad field offered 
to hardware dealers in the sale of 
toys. But at the present time it is 
very seasonable in it’s consumer ap- 
peal, and worthy of attention. 


Display Toys Now 


Looking ahead ten weeks to the 
Christmas gift season, the wise mer- 
chant will realize that a good win- 
dow display on toys during this 
month will not only bring in current 
sales but will serve as a pre-holiday 
reminder that the store carries toys. 
When December rolls around par- 
ents, relatives and friends join in 
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an annual rush to buy playthings 
for the juvenile population. It is 
always a problem as to what will be 
appreciated and where it may be 
obtained. 

From this angle alone the dealer 
will shortly cash in on a September 
toy display. Children will see in the 
window several of the toys they de- 
sire. They will beg and tease for 
them. Some of them will get what 
they want. Others less fortunate 
will be kept waiting with a Christ- 
mas promise, or will be told to write 
a letter to Santa Claus asking that 
one be reserved for December 25. 
As soon as you have the child in an 
expectant state the parent usually 
plans to make the purchase at the 
first convenient time. This means 
business for you. 

The Romaine Hardware Co., Hack- 
ensack, N. J., stocked a fair line of 
toys Christmas a year ago, and 
moved out stock with amazing rapid- 
ity. People saw the articles displayed 
and expressed surprise at the fact 
that they had never known that toys 
might be bought at Romaines’. They 
said they wished they had known it 
as frequently a birthday gift prob- 
lem would have been solved by a pur- 
chase in this toy department. This 
started Theodore Romaine thinking 
and he came to the conclusion that 
people would know he carried toys 
from that time on. 

This store has been carrying toys 
continually since December, 1920. 
Excluding the period of the annual 
holiday rush, each month has shown 
better prospects for this department. 
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Here’s another section of “Little Joe’s” toy department. 
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Mr. Romaine is “sold” on the idea 
that toys are all year ’round sellers. 
And he is right. In the middle of 
summer, during the spring and even - 
now you are more than likely to find 
the Romaine Hardware Co. display- 
ing toys in one of its two windows. 
And incidentally the inhabitants of 
Hackensack are supporting this de- 
partment in the proper way, because 
now they know where they can pur- 
chase toys. 
Toys Up In Front 


In this North Jersey retailer’s you 
will find toys displayed up in the 
front part of the store. Special 
tables and racks hold the stock and 
make it easy for customers to look 
over the goods displayed. 

The location of your toy depart- 
ment is as important as your mer- 
chandising methods. In fact, it might 
well be regarded as part of the sales 
plan. A good department well located 
and well arranged will make as many 
sales as any other known medium 
of advertising. Many dealers who 
are in towns without local newspa- 
pers depend entirely upon window 
displays and a well arranged stock 
in the department to augment their 
sales stories of toys. And they find 
it a successfull combination. 

‘An Extensive Department 

“Little Joe’s” store in Baltimore. 
Md. is of course a very extensive 
establishment. The departments are 
all very large and are well arranged. 
The toy department of this store oc- 
cupies an entire floor of the building. 
As soon as you enter the store you 






The little kiddies will find balls and picture books, while the girls 
will naturally turn to the doll display in the corner 
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Another step brings us to the section which ma 
and construction toys of all kinds are to be foun 


are brought face to face with the in- 
formation that the toy department is 
on the third floor. You can get there 
by walking up two flights or by 
taking the elevator. With the first 
quick view comes the feeling that 
you have come to a real toy de- 
partment. If you are particularly in- 
terested in juvenile vehicles you walk 
over to that department which covers 
a large section of the floor. Here 
you will find everything on wheels 
on which a child could ride. Hobby 
horses are also quite prominent in 
this section. 

Small pieces, games, mechanical 
toys, Indian suits, cowboy suits, and 
similar goods are in another group. 
This store even goes in for play- 
ground equipment such as kiddie 
slides, of varying height and length. 
Mechanical toys are not placed on 


Changes in Personnel of L. S. 


Starrett Co. 

F. A. Ball has succeeded the late 
L. S. Starrett as president of the L.S. 
Starrett Co., Athol, Mass. Mr. Ball 
has been associated with the company 
a great many years and has been its 
vice-president for some time. He is 
well qualified to take over the execu- 
tive position as he worked very closely 
with Mr. Starrett. 

The vice-presidency of the company 
vacated by Mr. Ball has been filled by 
W. G. Nims. F. E. Wing is treasurer 
and D. Findlay is manager of the sales 
department. 
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shelves behind sales counters but on 
large tables where prospective buy- 
ers may see them and make a satis- 
factory selection. 

In order to give the toy department 
proper atmosphere “Little Joe” has 
had pale green poster strips placed 
on the four sided pillars. The 
twenty-six letters of the alphabet 
are displayed above nursery rhymes. 
In one of the illustrations for in- 
stance you can see the large capi- 
tal letter “B’” under which you 
read “Bye Baby Bunting.” 

The toy department of “Little 
Joe’s” is, we agree, very elaborate 
and unsually large, but we feel that 
there are worthwhile display ideas 
to be found in the pictures such as 
any dealer handling toys could 
utilize. The size of this department 
is certainly convincing proof of the 





Nilco Lamp Works Meeting 


The annual field day and distributors’ 
meeting of the Nileo Lamp Works, Inc., 
Emporium, Pa., was held Aug. 19-22 at 
Nileo Camp. The first two days of the 
meeting were largely given over to en- 
tertainment, which included a parade, 
athletic and field events, and a street 
dance. On Sunday, Visitors’ Day, the 
horse-shoe pitching contest and the or- 
chestral concerts were the chief enter- 
tainments. On Monday and Tuesday 
the business sessions, including a dis- 
cussion of advertising merchants’ sales 
helps and an inspection of the Nilco 
factory, were held. 


ei iH 


be regarded as a paradise for the mechanically inclined child. Toy railroads 
Note the decorative pillars—they interest the youngsters and add 


toy sales possibilities in retail 
hardware stores. 

The various sections given over to 
different types of playthings is also 
a point worth following. You may 
not be able to devote an entire floor 
to toys. You may be limited to a 
single floor on which all of your de- 
partments are located. Even at that 
you have room for a toy department. 
You can make room for one and you 
will when you begin to realize on 
the profits possible in this line. As 
to the sales prospects you know that 
detail of your town better than any- 
one else. It is fair to say however 
that it is one of the biggest fields 
you have at your command for every 
town has a very large proportion of 
children in the toy ages and their 
demands must be satisfied. 


Hamp Williams Interested 
in Conservation 

Hamp Williams, president of the 
Hamp Williams Hardware Co., Little 
Rock, Ark., and vice-president of the 
National Retail Hardware Association, 
was recently appointed "chairman of a 
temporary organization of the Arkan- 
sas Forestry and Game Association at 
Little Rock. In addition to his wide 
business connections, Mr. Williams has 
always taken an active part in the civic 
affairs of Arkansas. 


The Clark Hardware Co., Waltham, 
Mass., is closing its branch. 
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Coming Hardware Conventions 





AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES CONVENTION 
AND EXHIBITION, Atlantic City, N. J., 
Oct. 16, 17, 1922. Headquarters, Ho- 
tel Ambassador, T. James Fernley, 
secretary-treasurer, 505 Arch Street, 
Philadelphia, Pa. 

NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 
1922. Headquarters, Marlborough- 
Blenheim. T. James Fernley, secre- 
tary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 18, 19, 20, 1922. Head- 
quarters, Marlborough-Blenheim. F. 
D. Mitchell, secretary-treasurer, 1819 
Broadway, New York. 

IDAHO RETAIL HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Boise, Jan. 31, Feb. 1, 2, 1923. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL IMPLEMENT AND 
HARDWARE CONVENTION, Kansas City, 
Jan. 16, 17, 18, 19, 1923. H. J. Hodge, 
secretary, Abilene, Kan. 

TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
23, 24, 25, 1923. A. M. Cox, secretary, 
822 Dallas County Bank Building, Dal- 
las. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Denver City Audi- 
torium, Denver, Col., Jan. 23, 24, 25, 
1923. W. W. McAllister, secretary- 
treasurer, Boulder, Col. 

KENTUCKY HARDWARE AND IMPLE- 

MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Jan. 28, 24, 25, 26, 1923. 
J. M. Stone, secretary, Sturgis. 
' Paciric NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Feb. 7, 8, 9, 1923. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Portland, Feb. 14, 15, 16, 
1923. E. E. Lucas, secretary, Hutton 
Building, Spokane, Wash. 


WEST VIRGINIA HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Huntington, Jan. 30, 31, Feb. 1, 1923. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

INDIANA RETAIL HARDWARE ASSOCI- 
ATION, INC., CONVENTION AND EXHIBI- 
TION, Indianapolis, Jan. 30, Feb. 1, 2, 
1923. G. F. Sheely, secretary, Argos, 
Ind. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, The 
Auditorium, Oklahoma City, Okla., 
Jan. 31, Feb. 1, 1923. W. A. Clark, 
secretary-treasurer, 209% West Main 
Street, Oklahoma City. 

SoutH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, January, 
1923. (Place to be announced later.) 
H. O. Roberts, secretary, 1120 Metro- 
politan Life Building, Minneapolis, 
Minn. 

VIRGINIA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Norfolk, Feb. 
7, 8, 9, 1923. Thomas B. Howell, secre- 
tary, Richmond. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 6, 7, 8, 9, 1923. 
Karl S. Judson, Exhibit Manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION, Milwaukee Auditorium, Feb. 
7, 8, 9, 1923. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Palace Hotel, San Francisco, Feb. 
19, 20, 21, 1923. Le Roy Smith, secre- 
tary, 112 Market Street, San Francisco. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Feb. 12, 
18, 14, 15, 16, 1923. Sharon E. Jones, 
secretary, 1314 Fulton Building, Pitts- 
burgh. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Cleveland, 
Feb. 13, 14, 15, 16, 1923. Exhibition in 
the new Municipal Hall. James B. 
Carson, secretary, 1001 Schwind Build- 
ing, Dayton. 


ILLINOIS RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 
15, 1923. L. D. Nish, secretary-treas- 
urer, Elgin, Ill. 

IowA RETAIL HARDWARE ASSOCI- 
ATION CONVENTION AND EXHIBITION, 
Des Moines, Feb. 13, 14, 15, 16, 1923. 
A. R. Sale, secretary, Mason City. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXpPosI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel, 
Sessions and Expositions at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George 
A. Fiel, secretary, 10 High St., Boston. 

HARDWARE ASSOCIATION OF THE 
CAROLINAS CONVENTION. (Place to be 
announced later.) May 9, 10, 11, 12, 
1923. T. W. Dixon, secretary-treasurer, 
Charlotte, N. C. 

ARKANSAS RETAIL HARDWARE ASSo- 
CIATION CONVENTION, May, 1923. 
(Dates to be announced later.) L. P. 
Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 

SOUTHEASTERN RETAIL HARDWARE & 
IMPLEMENT ASSOCIATION CONVENTION, 
covering Tennessee, Alabama, Georgia 
and Florida. (Date and place to be an- 
nounced later.) Walter Harlan, secre- 
tary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION. (Date and place 
to be announced later.) H. O. Roberts, 
secretary, 1120 Metropolitan Life 
Building, Minneapolis. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION. 
(Date and place to be announced later.) 
E. R. Gross, secretary-treasurer, Agri- 
cultural College. 

NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Grand Forks, 
February, 1928. C. N. Barnes, secre- 
tary, Grand Forks. 

NATIONAL RETAIL HARDWARE AssSoO- 
CIATION CONVENTION, Richmond, Va., 
June, 1923. Herbert P. Sheets, secre- 
tary-treasurer, Argos, Ind. 








The Gage of Effective Service 


i numerous requests which HARDWARE AGE receives each week for extra copies of various 
issues tells the story of the prompt and profitable service which this publication renders to the 
entire hardware industry. For instance: 

Requests for over 700 extra copies of the July 6th issue were received. This issue contained the 


first report of the Winchester-Simmons merger. 
Over 500 extra copies of the Aug. 10th issue which contained the exclusive interview with Mr. 
Otterson, president of the Winchester-Simmons Co. 
Over 400 extra copies of the Aug. 24th issue containing expressions of opinion of important mem- 
bers of the trade on the cutlery tariff. 
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EDITORIAL COMMENT 


Just Around the Corner— 


HE fiercest and keenest competition the 
retail hardware merchant has ever 
known is, figuratively, just around the 
corner. It is only waiting for prices 

generally to get back on a stable basis, before 
making its appearance. 


Right now the chain stores of this country are 
preparing for an expansion much greater than 
could be attained through normal growth. The 
mail order houses are laying plans for tremen- 
dously increasing their sales. It shows that these 
great merchandising factors are willing to 
gamble heavily on their ability to wrest business 
from the local retail merchant. At the same 
time there are constant indications of endeavors 
to change the whole trend of merchandise dis- 
tribution. 


During the era from which we are now emerg- 
ing, luck was often a dominating factor in mer- 
chandising. Men succeeded in spite of errors 
and lack of system. In the business of the next 
few years the merchant who depends upon luck 
may consider himself lucky if he manages to 
eke out a living. Merchandising is rapidly get- 
ting onto a professional basis. 


Only a comparatively few years ago we sel- 
dom heard of stock turnover. Goods in hard- 
ware stores stayed an average of nine months 
on the shelves. Practically one-half of the re- 
tailer’s expenses were directly due to carrying 
goods too long. About one-fourth of their lost 
sales were due to incomplete range of stock. 
Fully one-fifth of the average hardware stock 
was “dead stock” from the moment it entered the 
store. There has been some improvement but 
not enough. 


If the conditions outlined above still prevail 
in your store, you are in line for radical changes 
or certain failure, and it behooves you to know 
which. You can measure your ability by com- 


paring it with the job ahead of you. The rapid- 
ity with which your stock turns is a good cri- 
terion of your merchandising ability. If you are 
making less than three stock turns a year, you 
have good reason to ponder. While retailing 
represents a real job now, it is growing into a 
greater one every day. The more competition— 
the more men who enter the hardware business— 
the more difficult that job is bound to become. 


In the fight for the business of the future the 
retail merchant will be pitted against some of the 
best brains in the mercantile world. He will be 
up against advanced ideas, elaborate systems, 
thorough training and unlimited resources. To 
combat these he has experience, personality and 
contact. The ideas and systems are his if he 
reads and thinks. He needs greater knowledge 
of merchandising and accounting. He needs 
better and more complete systems. Above all he 
needs trained salesmen—not trained by others 
but trained by himself. 


The future of the local merchant depends upon 
practical buying and proper selling. He must 
carry the right goods, in the right quantities, and 
at the right prices. He must have practical buy- 
ing plans and definite selling plans. He must 
know the condition of his business at all times 
and utilize every good merchandising idea that 
he can find. He must leave petty detail to subor- 
dinates while he reads more and plans more. 


In the very near future the retail merchants 
are going to get away from averages, because 
averages are misleading. Average costs will not 
apply to specific items. They are going to quit 
saying: “We are out of this,” or “We don’t carry 
that.” They are going to do more hysiness on the 
same capital, and with greater range of stock. 
I say they are going to, because those who sur- 
vive the coming competition will have to deserve 
that survival. 
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Sales Tax Gets Final Quietus in Senate; 
Steel Merger Divides Trade Commission 


finally been laid, so far as con- 

cerns the Sixty-seventh Congress, 
which ends on noon of March 4 next. 
It’s a healthy ghost, however, and its 
press agent, Senator Reed Smoot of 
Utah, warns us that it will reappear 
at intervals until Congress is finally 
induced to clothe its dry bones with 
sound flesh and blood and thus ma- 
terialize it as a substantial feature of 
our revenue system. 

Senator Smoot officiated at the final 
laying of the spectre when he presented 
for the attention of the Senate and the 
edification of manufacturers and mer- 
chants throughout the country a revised 
edition of his sales tax plan which is 
understood to have been prepared in 
collaboration with the experts of the 
Internal Revenue Bureau. He offered 
it as an amendment to the soldiers’ 
bonus bill, taking the position that a 
bonus bill without a method of raising 
the bonus was a misnomer from a par- 
liamentary standpoint, while from the 
standpoint of philanthropy would be 
the equivalent of a stone offered in lieu 
of bread. 


Declared Unconstitutional 


No sooner had the Utah Senator sent 
his sales tax amendment to the desk 
to be read than he was pounced upon 
by the constitutional lawyers in the 
Senate. Senator Reed of Missouri, who 
first obtained the floor, made the point 
of order that revenue legislation must 
originate in the ‘House and that as the 
bonus bill contained no revenue-raising 
provisions the Senate could not add a 
sales tax or any other tax even as an 
amendment. 

Senator Watson of Indiana followed 
with an argument in which he supported 


[ane ghost of the Sales Tax has 


WASHINGTON, D. C., 
Sept. 11, 1922. 


By W. L. CROUNSE 


Senator Reed’s contention that the 
Smoot amendment would be unconsti- 
tutional, declaring, however, that in his 
opinion it was not subject to the point 
of order, but must be voted upon by the 
Senate. 

Senator Smoot agreed with his critics 
that the amendment would probably be 
unconstitutional, but insisted that the 
Senate must determine that question by 
a vote and that the amendment could 
not be ruled out on a point of order. 
This position was sustained by the 
chair, but Senator Smoot’s victory was 
short-lived, for a minute later the sales 
tax amendment was thrown out without 
the formality of a roll call. It was 
obvious that there was a substantial 
majority against it; hence Senator 
Smoot refrained from demanding the 
yeas and nays. 


Look This Ghost Over Carefully 


I am convinced that Senator Smoot 
is right in his assertion that the sales 
tax ghost will reappear at intervals for 
a long time to come, even if Congress 
continues to refuse vo materialize it in 
any way. It is supported by some of 
the strongest men in both Houses and 
its success in Canada, the Philippines 
and elsewhere has brought it to the 
favorable notice of some of the most 
experienced economists of the day. 

Because of the prospect that we shall 
continue to discuss this interesting 
measure at intervals for a long time to 
come I am reproducing below the text 
of the latest sales tax project as pre- 
sented by Senator Smoot as follows: 


TITLE X 


Sec. 1001. (a) That on and after 
November 1, 1922, and until Novem- 
ber 1, 1925, in addition to all other 


taxes there shall be levied, collected 
and paid (a) upon every commodity 
manufactured or produced when 
sold, leased or licensed for consump- 
tion or use without further process 
of manufacture, a tax equivalent to 
one-half of 1 per cent of the price 
for which such commodity is sold, 
leased or licensed, such tax to be 
paid by the manufacturer or pro- 
ducer, and (b) upon every commod- 
ity manufactured or produced in a 
country other than the United 
States, when imported into the 
United States for consumption or 
use without further process of manu- 
facture, a tax equivalent to one-half 
of 1 per cent of the value at port of 
entry of such commodity, such tax 
to be paid by the importer. 


Cuts Rate in 1925 


(b) That on and after November 
1, 1925, in addition to all other taxes 
that shall be levied, collected and 
paid (a) upon every commodity 
manufactured or produced when 
sold, leased or licensed for consump- 
tion or use without further process 
of manufacture, a tax equivalent to 
one-fourth of 1 per cent of the price 
for which such commodity is sold, 
leased or licensed, such tax to be 
paid by the manufacturer or pro- 
ducer, and (b) upon every commod- 
ity manufactured or produced in a 
country other than the United 
States, when imported into the 


United States for consumption or 
use without further process of manu- 
facture, a tax equivalent to one- 
fourth of 1 per cent of the value at 
port of entry of such commodity, 
such ‘tax to be paid by the importer. 
(Continued on page 92) 
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Brass Tacks for the Display Man 


The Final Instalment of This Series of Articles 
Dealing with Window Display Methods 
Offers a Number of Valuable Suggestions 
to the Man Who Does the Trimming 


WINDOW display that does 
A not create some desire for the 

goods shown is a failure. 
Good show cards will aid your dis- 
play in making sales. The window 
display should “talk” to the cus- 
tomer through the use of “talk- 
cards.” Such cards add punch to 
the display, they create desire and 
prompt action. 

The mission of the “talk-card” is 
to give to the onlooker some points 
about the article—some reasons why 
he should have it and have it now. 
The use of “talk-cards” in the win- 
dow will undoubtedly increase the 
selling power of the display. 

“Talk-cards” in the window take 
the place of salesmen and give (or 
should give) the very information 
desired by the prospective customer. 
“Talk-cards” are as essential to good 
window displays as oil and gas are to 
a “flivver’”—they “make ’em go.” 

Don’t use just plain show cards; 
put a kick into them and they will 
sell goods. Play up human interest: 
“A child can push it” card placed on 
a lawn mower will make it more ap- 
pealing. 

Have an invitation card in the 
window inviting the on-looker to 
come in, price your goods and get 
acquainted. “Come in and_ look 
around, even if buying is not in your 
mind. A visit may refresh your 
memory as to things needed.” 


Importance of Price Tickets 


Place price tickets on every arti- 
cle in the window. The average per- 
son, when his attention is called to 
some particular article and desire 
has been created for that article, 
usually wants to know the price. It 
is impossible to estimate the volume 
of sales some hardware dealers are 
losing every day because they fail to 
display the price ticket with the 
goods. The sales gained by quoting 
the price more than offset any sales 
lost because the price may be slightly 
higher than the competitor down the 
vtreet. 

Confidence is created by a frank 


By C. B. KNIGHTEN 


statement of the price of each article. 

Every article displayed should be 
priced and numbered for easy identi- 
fication. City shoe stores invari- 
ably do this. 


Human Interest in Displays 


The proper “atmosphere” will 
make your windows more appealing. 
If you have a garden tool display, 


HoeseeusbevenSHeseonGoUsUANASOEUOAEAOUDELAGELEAEADEGOLODALEOEADOUDSD GG sUatunn Lace naan anna 


Simple Rules for Arrangement 


Have the window display drive 
home one big idea. 

Group the merchandise. Do not 
scatter it. 

Arrange your displays so there is 
an open space in front. 

Place the merchandise as near as 
possible in natural position. 

Have “talk-cards” suggesting ways 
to use the articles shown. 

Every article in the window 
should be priced and numbered for 
easy identification. 

Work by a definite plan. 





show goods that are naturally associ- 
ated with garden tools. Hose, seeds, 
lawn mowers—with a background of 
green decoration—would be appro- 
priate. A model kitchen showing all 
the necessary utensils and equip- 
ment is another method of creating 
atmosphere. 

In the gun and ammunition win- 
dow place some trophies of the hunt, 
such as skins, heads, stuffed birds, 
etc., and secure that touch of real- 
ism that will interest the man whose 
hobby is hunting. 

Make every one of your displays 
appeal to some common human in- 
stinct, such as man’s love for hunt- 
ing and fishing, or a woman’s love 
for the beautiful. A display of labor 
saving devices will appeal to woman’s 
love of convenience. 

The love of gain or saving ap- 
peals to everyone.. The bargain in- 
stinct is universal. This human 


trait or instinct is appealed to by the 
use of “bargain windows.” 

Showing the purpose for which 
the article in question is used at- 
tracts attention at once and makes 
the display more suggestive. It is 
the power of suggestion that in- 
creases the demand for your 
merchandise. A display of tools 
shown in the position in which they 
are naturally used is more appealing 
than the haphazard arrangement. 


Seasonal Displays 


Respond to the call of each season 
for its special kind of merchandise. 
It is advisable to anticipate these 
demands well in advance, for they 
suggest the future needs of your cus- 
tomers. 

Timeliness is a great factor in 
window displays. At the various 
seasons of the year do not forget 
to remind the passerby through your 
windows that you have on hand a 
stock of seasonable merchandise. 

An out-of-date window display is 
like yesterday’s newspaper or last 
month’s magazine—time has stripped 
them of their attractiveness. It is 
far better to be a little ahead of the 
season than to be a little behind it. 
The early bird in business gets the 
worms. 

A display of guns and ammunition 
placed in the window in advance of 
the hunting season is a reminder to 
the sportsman that you are prepared 
to take care of his wants. Let your 
window displays reflect the time of 
the year. 


Holiday Suggestions 


There are a sufficient number of 
holidays throughout the year to give 
opportunity for a “haliday trim” on 
an average of at least once a month. 
Take advantage of these festive days 
by having appropriate displays. Be- 
ginning with the first of the year, we 
have: Lincoln’s Birthday, St. Valen- 
tine’s Day, Washington’s Birthday, 
St. Patrick’s Day, April Fool’s Day, 
Easter, Memorial Day, Flag Day, 
Fourth of July, Labor Day, Colum- 
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bus Day, Armistice Day, Halloween, 
Thanksgiving, Christmas. 

It will pay you to arrange your 
window displays to connect up with 
the different holidays. 


Capitalizing Local Events 


When current events can be 
adapted to the hardware business, it 
is advisable to use them. Every 
town and community has its local 
events, such as commencement ex- 
ercises, athletic meets, merchants’ 
carnival, etc. People are always 
looking forward to some gala day or 
special event. It pays to arrange 
your window displays to connect up 
with the things that are in the minds 
of the public. 


Reaching Various Classes 


An analysis of the community in 
which the store is located will have 
considerable bearing upon the nature 
of the show windows and the relative 
frequency of displays of the various 
kinds of goods. For instance, the 
store in a residential suburb should 
concentrate more upon home and 
garden supplies. The store in the 
manufacturing town should have fre- 
quent displays of mechanics’ tools. 
While the store in a growing city 
might have all these and in addition 
a very active builders’ hardware line 
to display. 

Make up your windows with a defi- 
nite idea as to the people to whom 
you would appeal, Expensive articles, 
which are purchased by the wealthier 
class of people should be shown in a 
rich setting, and never with goods of 
a les: expensive grade. To get the 
eye of the masses a window with a 
low price appeal would be more ef- 
fective. 

Women influence, directly or in- 
directly, 85 per cent of all retail pur- 
chases. This should be your cue to 
make your displays appeal particu- 
larly to women. Woman is a natural 
shopper, she delights in “window 
shopping.” Women are more easily 
influenced by price appeals and sug- 
gestions than are men. Use your 
best efforts in displaying goods 
which women buy. It is well to al- 
ways have at least one window dis- 
play that will appeal to the women. 


Educational Displays 


An attractive display can be made 
by showing the raw materials along 
with the finished products. Showing 
the different processes of manufac- 
ture, or the materials from which an 
article is made always draws atten- 
tion, creates interest and inspires 
confidence in the product shown. 

A display of aluminum goods, 
showing the complete line, is, for ex- 
ample, an excellent business stimu- 
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lant. In windows of this kind, “talk- 
cards,” price cards and manufactur- 
ers’ cut-outs play an important part. 
Special line displays not only boost 
immediate sales, but make a lasting 
impression of a full and complete line 
of the goods so displayed. 


General Displays 


Are made from general stock and 
are more or less complete and repre- 
sentative in nature. In making gen- 
eral displays, the stock should be 
classified. That is, show hammers 
should be massed together in one 
part of the window and hatchets 
massed in another part. Screw driv- 
ers in all the different sizes mounted 
on one board make a very effective 
display. 





Three Things a Window Display 
Should Do 
Attract attention. 
Arouse interest. 
Create a desire to buy. 





General displays provide an oppor- 
tunity for “putting across” your 
store slogans, such as: “The Quality 
Hardware Store”—‘“Hardware of the 
Better Sort” — “Hardware Worth 
Buying.” 

A gas range or other demonstra- 
tion when tied up with the right 
kind of publicity will repay every ef- 
fort put into its creation. Such a 
display should have “talk-cards” 
calling attention to the good features 
of the range. Window demonstra- 
tions are almost always good. Use 
all you can get of them. If a manu- 
facturer wants to put someone in the 
window to attract attention to your 
store, let him do it and assist in all 
ways you can. Such demonstra- 
tions should be well advertised. 


Moving Displays 


A display in motion gives life to 
the window and will always attract 
attention. Some manufacturers send 
out moving displays such, for ex- 
ample, as a large-size night latch, 
showing the key and the tumblers 
working in the cylinder, and a hand 
saw in motion. Such displays are 
always worth while. 

Some time ago we had in one of 
our windows a small windmill in op- 
eration. On the wings of the wheel 
were fastened four flashlight cases 
(one on each wing). This mill was 
placed at the “Central Point” and the 
rest of the window was trimmed with 
panels on which were mounted other 
flashlight cases. All were marked 
with the price and size. 

This window could be improved 
upon by having the revolving flash- 
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lights burning and by using sub- 
dued ceiling lights. The circle of 
light made by the four revolving 
flashlights would, I’m sure, attract 
attention. 


Change Displays Frequently 


Do not let your displays become 
“stale” or have a “shop-worn” look. 
To have a fresh, clean appearance, 
they should be changed frequently. 
In the smaller towns, window dis- 
plays should be changed at least once 
each week. 

As attention depends upon variety, 
it is necessary to change the display 
often. The more often you change 
your displays, the more attractive 
your windows will become and the 
more marked the individuality of 
your store. The man who, last week, 
did not see anything in your win- 
dow display that appealed to him, 
might this week, provided the dis- 
play has been changed, see just the 
very thing that he needs most. 


Sources from Which Ideas May Be 
Obtained 


The successful display man gets 
ideas every day. Of course he may 
not be able to use each idea as he 
gets it, but he “stores” it away for 
future use. 

Some of the best places from 
which ideas may come are your trade 
papers. Nearly all of them devote 
some space to the subject of window 
trimming. Their mission is to help 
you to be a better hardware man. 
Get all the ideas you can from the 
trade papers and carry them out in 
your window displays. 

When you visit the larger cities, 
or even other towns, make it a point 
to study the show windows. In this 
way you will gather many good ideas 
which can be carried out later in your 
displays. An open-minded display 
man is always learning new ways of 
doing things. He travels, he reads, 
he investigates, he studies and grows 
more and more proficient in the art 
of window trimming. Blessed is the 
display man who gets genuine en- 
joyment out of his work and who 
keeps his mind open for improve- 
ments. 

The principles of window display 
are very similar to those of adver- 
tising; for window displays and ad- 
vertising must perform the same 
functions. 

Make your show windows and your 
newspaper advertising work to- 
gether. The show window and ad- 
vertising should harmonize; the one 
should emphasize the other. The 
hardware store has no equal for the 
possibilities of good window dis- 
plays. 
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trouble,” said Ole Mac. 

“Ya’ mean the lack of ’em 
is the cause of all trouble,” put in 
Eddie Ross, one of the hangers-on 
at Ole Mac’s store. 

“You just proved my point by 
what you just said,” replied Ole Mac. 
“Whataya’ mean?” asked Eddie. 

“I say ideas are the cause of all 
trouble,” said Ole Mac. “Then you 
come back with the idea that the lack 
of ideas causes all trouble. Well, 
there’s two ideas, two points of 
view, yours and mine; both of ’em 
are ideas, and we’re troubling our- 
selves arguing about ’em. 

“Some people say money is the 
cause of all trouble; others say it’s 
poverty,” Ole Mac continued. “I 
know a feller who’s been married 


[trout are the cause of all 
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three times, and he says the cause 
of all trouble is women. I always tell 
him that common, ordinary, every- 
day prejudice is the cause of all 
trouble, no matter where it’s found. 

“But the fact is the basic, funda- 
mental, underlying cause of all 
trouble can be collected and tied up 
in one simple, ordinary little word 
—ideas.” 

“What started this 
anyway?” asked Eddie. 

“Why, this young feller here, rep- 
resenting HARDWARE AGE, asked me 
for an idea about trimming a win- 
dow with lanterns,” replied Ole Mac. 

“The E. A. Griswold Co., over at 
Branford, Conn., had a blame good 
lantern display some time back,” in- 
terrupted Eddie. 

“T know about that,” I interrupted, 
in turn. “We’re going to use the 
photograph, although the window 


argument, 


was put in to attract attention to 
flashlights. 


I have a letter in my 
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Light Philosophy 
on 


Lantern Sales 


By Charles Downes 


pocket from L. G. Hamilton, mana- 
ger of the S. A. Griswold Co.” 

“What’s he say?” asked Eddie. 

I took the letter out and read it to 
them. 

“The window display containing 
the old lanterns,’ Mr. Hamilton 
wrote, “was not built to sell lanterns, 
but to attract attention to the flash- 
lights and sell those. It was put in 
at the time of the ‘million-dollar 
Eveready contest.’ We tried to show 
the different lanterns used in each 
century, winding up with the present 
flashlight. The window was labeled 
the ‘Path of Progress,’ and was in- 
tended to show the convenience of 
the new light over the old styles. 

“We might add,” the letter con- 
tinued, “that the window attracted 
a good deal of attention, being listed 
in the honorable mention list. We 
do not keep track of the flashlight 
sales separately, but we did notice a 
considerable increase in our flash- 


A display of lanterns, past 

and present, was used by 

the E. A. Griswold Co., 

Branford, Conn., to stim- 

ulate interest in this line 
and in flashlights 
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light business as a result of the win- 
dow display.” 

“That’s a good idea,” Eddie said, 
with emphasis. “But like Ole Mac, 
says it’s an idea, and therefore 
causes trouble.” 

“You make me sick,”’ said Ole Mac 
in deep disgust. “Everything worth 
a good hoot-ninney in life causes 
trouble. You don’t appreciate any- 
thing until you have trouble with it. 
You’re the kind of feller who don’t 
value your own lungs until you get 
pneumonia and can’t breathe regular. 

“My idea of a good lantern win- 
dow, however,” he added, “is some- 
thing that looks like a barn. Puta 
figure of a farmer in it and have him 
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carrying a lantern in his hand. Put 
a lot of lanterns around the barn 
and light ’em up at night so that the 
whole window will be illuminated by 
lanterns.” 

“Wouldn’t 
Eddie. 

“Ya’ could make it safe, couldn’t 
ya’?” demanded Ole Mac. “Fer that 
matter, if ya’ had to, ya’ could wire 
the lanterns and put little bulbs in 
’em.” 

“How about puttin’ three or four 
different lanterns in the window, 
with a big card in the background, 
tellin’ about ’em and showin’ pictures 
of the different ways they can be 
used best?” asked Eddie. 


be safe,” declared 


September 14, 1922 


“Not half bad, considerin’ who said 
it, not half bad,” commented Ole 
Mac. “For that matter,” he said 
growing particular again with his 
English, “I really think a window 
showing, er—er—nice assortment of 
lanterns, with price cards and a few 
appropriate sales cards do as much 
as some of these high falutin’ spec- 
tacle windows.” 

Just then the telephone rang and 
Eddie went to answer it. A few 
minutes later two customers came 
in and Ole Mac went to the front 
of the store. Customers continued 
to come and go, so we bade Ole Mac 
and Eddie good-bye and went home 
to supper. 


Some of the hardware men who attended the eleventh annual 
outing of the Hardware and Supply Dealers’ Association 
of Manhattan and Bronx Boroughs, Inc., held at 


The weather man 
was against them 
on Sept. 7, but that 
did not keep these 
hardware men from 
smiling and having 
a good time 














Rainbow Inn, Rye, N. Y., Sept. 7 


These groups were 
snapped on the side 
lines as they watched 
a ball ~~ played 
on mud. Note the 
big league spectator 
enthusiasm 
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Emphasizing Kitchen Cleanliness With 


Aluminum Ware 


A woman wouldn’t 
be a woman if she 
didn’t feel the de- 
sire to purchase 
kitchen utensils 
whenever the op- 
portunity offered. 
Here’s a window 
that served to de- 
clare dividends by 
furnishing the 
opportunity 


HAT woman or, for the mat- 
ter of that, what man—un- 
less he happened to be 

rushing for a train—wouldn’t feel 
inclined to stop and gaze somewhat 
meditatively at the display of alum- 
inum ware shown in the accom- 
panying illustration. Of course, 
men are not particularly interested 
in the means of culinary expression 
however enthusiastic or indiscreet 
they may become over the result. 
But they like to stop and look at 
things, and when they happen to 
come across an interesting win- 
dow such as this, its ten chances to 
one that, after a more or less 
thoughtful inspection of the price 
tags, they will go home and tell the 
wife all about it. 

A woman coming across a dis- 
play of this kind would in all prob- 
ability be more profoundly moved 
than would her husband in similar 
circumstances—because there is 
something about cooking utensils 
that stirs the feminine imagination 





and generally betokens a loosening 


of the so-called purse strings. 
Bright, clean cooking utensils are 
sanitary and healthful—therefore 
necessities, and the old smoke 
blackened oatmeal pot that has been 
used every morning for a year is 
“apt to injure baby’s stomach.” 
The window display manager at 
the Winchester Store, Worcester, 
Mass., knew all about this when he 
got up the concentrated window 
display shown in our illustration. 
He knew that when numerous ar- 
ticles of the same kind are shown 
together there is no chance for the 
hesitating windowshopper who va- 
cillates between an aluminum ket- 
tle and a rolling pin to forego both, 
just because she can’t make up her 
mind as to which she needs most. 
He has arranged his merchandise 
to the best possible effect and with 
an eye to the display as a whole. 
A decidedly helpful touch of color 
is obtained through the use of pos- 
ters in the background and by 


Practically every- 
thing in the way of 
aluminum kitchen- 
ware used by the 
modern. housewife is 
to be found in this 
display. The fact 
the articles were 
easily seen served 
to increase sales 
in this line 


means of the large cut-out, topped 
by ferns, in the foreground. It will 
be noticed that price-tickets are 
used on many of the articles, a fac- 
tor which undoubtedly, influences 
sales. The window fixtures are of 
both glass and wood and a diversi- 
fied effect is obtained through the 
arrangement of the _ individual 
sauce pans and other utensils. 

The display manager of the Win- 
chester Store has taken pains to 
avoid all appearance of crowding 
and has left plenty of space be- 
tween the various items. When a 
window is too crowded the mind has 
a tendency to wander from one ar- 
ticle to another without always se- 
curing or retaining a tlear impres- 
sion of any one of them. A 
concentrated display is particularly 
valuable in that it obviates this pos- 
sibility and focuses the attention 
of prospective customers on some 
particular article or type of article 
and consequently leaves no room 
for indecision. 
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Summer Sports Give Way to Fall Shooting—Cashing in 


on the Canning Season—Advocating Fall House Repairs 


Ho! For a Dog and a Gun 


No. 1 (2 cols. x 6 in.) 

By the time you get a few good gun 
ads in the papers it will be time for the 
sportsman to take the trail with dog, 
gun and leathern jacket. 

Here is an ad used by Barker, Rose 
& Clinton of Elmira, N. Y., and its 
chief charm is the red-blooded cut that 
is bound to awaken the old desire to 
take to the woods and camp-fire. 

The ad features the opening of the 
local hunting season, and the text em- 
phasizes new low prices on guns. 
Taken as a complete appeal to the 
sportsman, this is a very good piece 
of early season gun publicity. 





BARKER, ROSE & CLINTON CO. 
THRUSDAY, OCTOBER 27. 
PHEASANT DAY. 

GUNS AT GREATLY REDUCED PRICES 





All our Guns at New Low Prices. We are over 
stocked in a large assortment. 


You enjoy hunting if you’re equipped mght. Bus 
now. The busy man takes time to hunt. See our 
stock of 


HUNTEES’ SUPPLIES 
Barker, Rose & Clinton Co. 











1—The sportsman will take one long 

look at himself as he will appear later 

and hie himself to the hardware store 
with all possible speed 


Making Fair Weather a Copy Subject 


No. 2 (2 cols. x 4 in.) 

The Foster-Farrar Co., Northamp- 
ton, Mass., calls the attention of the 
reader to the early fall days as being 
an ideal time to look over the house 
and phone the hardware man for any- 
thing needed in the way of supplies. 
Such an ad as this will cause home 
owners to think about repair needs 
early, and it will no doubt develop con- 
siderable business for the store. 


Making Repairs No 
Y, 


\é 




















property by wind, rain and y 
snow. 

‘ Tools. Call 11 on the phone, 
It is also easier to do it in that is what we have it for. 


FOSTER-FARRAR CO. 


2—This little ad will arouse the home 
owner to the need of making repairs 
while the good weather lasts 














The cut used is well drawn and will 
convey its message at a glance to the 
home owner. 


Luring the Sportsman into the Store 


No. 3 (2 cols. x 7 in.) 

Here’s something else in the line of 
fall hunting that takes as its theme the 
appeal of bagging local game. In this 
connection we would suggest to dealers 
who are now preparing gun ads to find 
out the facts about the local game re- 
strictions and use them as a basis of 
the copy appeal in early gun ads, much 





The Open Season for Partridge 
October ist to 20th. 


Limil 6 per person in any one day. 20 per per- 
son during the entire season. 


DO YOU LIKE PARTRIDGE? 


Then get a shot guirand shells and go after 
your share, protection in recent years has made 


them plénjiful, .Our stock of 


‘Single and Double Barrel and Repeating 
Shot Guns 


is very complete, and 
includes all the leading & 
makes, The i" 
stand comparison with 
any. 





SHOT GUNS AND SHELLS 
SEE OUR WINDOW 


MAIN St. MONCTON. N.B. 











3—Utilizing the lure of the local game 
as the copy appeal. Why not do the 
same yourself? 


after the fashion of this ad used by the 
Sumner Company of Moncton, Canada. 
The first fall hunting ads will have 
a stronger interest for the sportsman 
if you talk more in terms of game and 
less in terms of guns and ammunition. 
The illustration in this ad is not suit- 
able. It was built for a single column 
announcement, so that a continuation 
of the border would completely enclose 
the ad. It looks somewhat out of place 
in this two-column ad. It pays to watch 
these little points concerning display, 
as the general make-up of an ad has 
much to do with its being read. 
Another point is that the cut should 
preferably be at the top of the ad, or 
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Now is the time to put up 
Fruits and Vegetables 
for Winter 


s the place to buy the utensils you need to do 

your preserving successfully, for we have prepared wel! 

with a complete assortment of kettles, colanders, fruit 

rs and rubbers, scales, pans, spoons, paring knives, 

L chopping bowls and other necessities—here are some of 
our good values for canning time 

















FRUIT JARS AND JAR RUBBERS 


Most every housewife likes our jars because they are 
convenient to pack with their wide openings and very 


) seal—in either pints or quarts comple& with tops 





—we have jar rubbers and tops to fit your old fruit jars 
IDEAL JARS, GLASS TOPS—Pints, 98¢; Quarts, $1.19 
MASON JARS, SCREW TOP—Pints, 89¢; Quarts, 98¢ 





Best grade jar rubbers, 10c. 





PRESERVING KETTLES 


ood values in pure aluminum kettles in 
© sizes for preserving fruits and vegetables—dur 
c—heavy roll rim—hpped side and fitted with 

1 enameled handle Severs! cizes at 


ng low prices 





eservings Kettles—Lisk Highest Grade White 
Kettles © eee eecccccers $1.69 
ttl . . -$1.98 





ALUMINUM COLANDERS 


A needed article for everyday use im the kitchen but 
specially useful for preserving time—a good, heavy 
grade of aluminum and finely finished 





Mirror Colanders, 45c, 50c, 60¢ 











LARD OR JELLY PRESSES 


ably made household presses—just what 
you want tor king fruit beverages, jellies or lard. Heav 


three sizes—2 quarts, 4 quarts and 


$5.25 and Up 





eect ee SS ESS ESSE HS EE ES eae e eR ER ERR REESE SESE SER ESEEEEEESESEE ERS RERERESEEESESESE SEY 











4—A broad-gaged canning supply ad with a snappy opening talk and plenty 
of prices, sizes and suggestions 


at least in a position where it is not 
overpowered by the type matter, as is 
the case with this particular ad. 


Watch your cuts every time. tions this fact. 


Good News for Housewives Preparing 
to Can 
No. 4 (7 in. x 12 in.) 
This announcement was used in the 
current number of the store paper, pub- 


tic City Conventions 


The press advertised will also prove 
popular for making home beverages; 
and we notice that the text matter men- 


Large Number to Attend Atlan- 





lished by the Wm. H. Fox Co. of Cin- 
You can well pattern 
after it when running a canning sup- 


cinnati, Ohio. 


ply ad in the papers. 


Divided into sections, with plenty of 


Judging from the number of reser- 
vations that have already been made 
for booths by manufacturers of auto- 
mobile accessories, the number who 
will exhibit this year at the fifth an- 
nual meeting and exhibition of the Au- 


white space separating, the ad is easy tomobile Accessories Branch of the 


to read, and the quotation of prices 


together with the listing of sizes, fur- 
nishes the housewife with just the in- 


formation she desires. 


» National Hardware Association of the 
United States, at the Hotel Ambassa- 
dor, Atlantic City, N. J., Oct. 16 and 
17, will be as many if not more than 
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those who occupied booths last year on 
the Million Dollar Pier. 

The business sessions of the Auto- 
mobile Accessories Branch of the job- 
bers’ association will be held on Oct. 
16 and 17, but arrangements have been 
made so that the booths will be open 
during the entire week. 

The jobbers’ convention will be held 
at the Marlborough-Blenheim Hotel, 
Oct. 17 to 20 inclusive, and the con- 
vention of the American Hardware 
Manufacturers’ Association will hold 
its sessions at the same hotel from 
Oct. 18 to 20 inclusive. Some of the 
open sessions of both associations will 
be held jointly. 

A large number of reservations have 
already been made at the Atlantic City 
hotels. T. James Fernley, secretary- 
treasurer of the jobbers’ association, 
and F. D. Mitchell, secretary-treasurer 
of the manufacturers’ association, both 
anticipate a larger membership atten- 
dance than last year. 


Display Stand for Spoon 
Hooks, Artificial Baits, etc. 


HARDWARE merchant in the 
+X Adirondack section of New York 
State uses a neat home-made rack for 
displaying spoon hooks, spinners, plugs, 
artificial bait and other items of fish- 
ing tackle. The construction can readily 
be seen in the illustration. The rack is 
built of % x 1 in. strips and is 18 in. 
high by 30 in. long. The cross strips 
are fitted with ordinary cup hooks on 
which the various hooks, ete., are hung. 
The rack is very light in weight, and 
is kept on top of the floor case in which 
other items of fishing tackle are dis- 
played. On the bottom of the strips 
which act as a base for the rack, pieces 
of felt are glued to prevent scratching 
the gloss top of the display case. The 
whole fixture is neatly painted and pre- 
sents an attractive appearance. Wire 











| 
rods could be used for the cross pieces 
with equally good results. This fixture 
can be utilized to good advantage in 
trimming a fishing tackle window dis- 
play. Each item on the rack carries 
a ticket on which is marked the name 
of the article, its stock number and 
the cost in plain figures. 
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MARKET REPORTS 








WEEKLY MARKET SUMMARY 
Higher Prices—Stronger Buying—Active Fall Expected 


hardware centers throughout the country last week. Buying 


| agro advances of unusual importance were made in all of the 


has become more vigorous, speculative elements are said to be 
active, and fall business has been expedited. 
Wood screws, stove bolts, sash cord, files, galvanized pails, some 
makes of oil heaters, soldering copper, sink bolts, crow bars, wood 
wedges, picks and mattocks and wire goods were all advanced 10 


per cent. 


Nails were advanced from 10 to 20 cents per keg in some sections. 
Some manufacturers of axes have withdrawn prices and others have 
advanced axe prices 50 cents per doz. 

Galvanized sheets were advanced $5 per ton; black sheets, $4 


per ton and blue sheets $6 per ton. 


Eaves trough and conductor pipe were advanced about 10 per 


cent in the Middle West. 


10 per cent, in the western markets. 


advanced $2 per ton. 


Bale ties were advanced approximately 


Pittsburgh foundry pig iron 


Among the reasons given for the advances were: the shortage of 
fuel, freight car congestion, higher prices for raw materials espe- 
cially iron and steel, and the increasing demand for merchandise. 

Collections are said to be better, buying is more active and jobbers 
anticipate a good fall and winter trade. 


NEW YORK 


UMEROUS important price changes 
were announced by local jobbers dur- 
ing the past week as follows: 
Soldering copper 


Price 


Changes 


Wood screws 


Stove bolts Sink bolts 
Sash cord Crow bars 
Files Wood wedges 
Galvanized pails Picks and 
Oil heaters Mattocks 


The above items have all advanced 10 per cent. 

Some manufacturers of axes have withdrawn all prices 
on men’s, boys’, hunters’, scout and house axes, which job- 
bers say is equivalent to prices ruling at date of shipment. 

Cut nails were advanced 10 cents per keg. 

Some makes of sledge hammers were advanced approxi- 
mately 14 per cent. 

Some of the local jobbers predict advances in the near 
future on rope and twine. 


OBBERS and retailers interviewed dur- 

ing the past week expressed the opinion 
that the present situation may develop into a 
runaway market. With the announcement of this week’s 
price changes jobbers expect more aggressive buying. 
The majority of local jobbers report fairly well balanced 
stocks, and it is said that local wholesale houses are in a 
position to fill most of the requirements of the retail 
trade in this section. 

Sales agents and manufacturers’ representatives seem 
to be more or less caustic in their criticisms of wholesale 
stocks generally throughout the country. As one sales 


Conflicting 
Opinions 


Axes and Hatchets.——Some manufac- ruling at the date of shipment” basis. 
turers have withdrawn prices on axes, The last wholesale quotations available 


and it is said that prices for certain are as follows: 
patterns are being quoted on a “prices 


Jobbers’ quotations, f.o.b. New York: 


manager picturesquely expressed the condition from his 
point of view “jobbers are buying a hatfull of goods and 
then ordering shipments rushed by express or parcels 
post.” The results have been, this official said, an in- 
crease in the cost of doing business because of the cler- 
ical detail, small and poorly assorted wholesale and re- 
tail stocks and curtailed factory production. He fore- 
sees higher prices for several months. 


Jobbers and retailers on the other hand refuse to place 
quantity orders because of the uncertainty of the market. 
Many believe that most of the recent advances reflect a 
temporary condition that will not be maintained for any 
great length of time. 


It is interesting to observe in this connection that re- 
liable market authorities entertain the opinion that market 
tendencies will be very firm and perhaps “bullish” for the 
balance of this year. 


Market UYERS who consented to be a ype 
regarded the prospects for the next 
roanginate three months as very satisfactory. It is an- 
ticipated that fall and early winter business will be ex- 
ceptionally large if weather conditions are at all favorable. 
Some of the more conservatively minded, however, are 
considering the possibilities of a break in the market 
shortly afver the first of the year. In fact, there are men 
in the local market who foresee lower price tendencies the 
early part of 1923, although it should be emphasized that 
this is a debatable issue upon which there is no unanimity 
of opinion. 


, eer grade handled axes, 3 to. 
Ib., $13.25 per doz. net; 3% to 4% 
tb $13. 75 per doz. net; 4 to 5 
$14.25 per doz. net; 4i to 5% 
$14.75 per doz. net; 5% Ib. solid, hs. 36 
per doz. net 
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features these items. 
are broken. Prices are firm. 


per cent was made last week. 
est is fair, and stocks are said to be 
good. 
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Pt wy t edge Poghamey pattern brygred 
o 4 Ib., $15.25 per doz. net; 34 t 
ro _. $15. 75 a doz. net; 4 to 5 ib, 
$16.25 per doz. net. 

Connecticut pattern axes, 3 to 3% 
lb., $15 per doz. net; 3% to 4 Ib., 
$15. 50 per doz. net; 4 to 5 lb., $16 per 
doz. net. 

Hatchets, full polished half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—Stove bolts advanced 


10 per cent. The demand is consistent, 
and stocks are reported to be fair. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, 4-in., 16c. per lb.; 5/16- 
in., 15c. per Ib.; % -in., 13¢. _per Ib. ; 
7/16- -in., 12c. per Ib.; ¥-in., ‘Lie. per 
Ib.; aes 10c. per lb.; %-in., 9c 
per 

Common carriage bolts, % x 6 in. 
and smaller, 35 to 35 and 5 per cent; 
larger and thicker, 35 and 5 per cent. 

Machine bolts, % x 4 and smaller, 
45 to 45, 5 per cent; longer and 
thicker, 45 to 45 and 5 per cent. 

Lag screws, 45 to 45 and 5 per cent. 

Semi-finished hexagon bolts, 9/16 
and smaller, 70 per cent; larger and 
thicker, 65 per cent. 

Tinners’ rivets, 60 per cent to 50 
and 10 per cent. 

Hexagon machine screw nuts, iron, 
40 per cent to 45 per cent; brass, 4/32 
and 14/20, 75 per cent from new list. 

by bolts, steel bright finish, 75 
per ce 

Stove bolts, 75 to 75, 10 per cent. 

Iron rivets, 50 and 10 to 60 per 
cent. Solid copper rivets, 45 per cent. 


Lock washers, 3/16 to % in., 70 and 
5 per cent; 9/16 to %& in., 50, 10 and 
5 per cent; 11/16 to 1 in., 40 and 5 


per cent. 
Buck Saws.—Interest is keen for this 


time of the year. Stocks are good and 
prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Buck saws, both plain and Cham- 
pion tooth, $12.90 per doz. 

Buck Saw Blades.—30-in. set and 
sharpened, 1 doz. in package, regular 
tooth blades, $4.45 per doz. to $9.45 
per doz. Champion tooth blades, 
$10. 05 per doz. 

Saw Bucks.— Folding saw buck, 
hard wood, made with roller, $5.40 to 
$7.50 per doz. 


Canning Supplies.—Interest in the 


wholesale market is waning. Retailers 
still report good sales. Stocks are said 
to be broken. 


Jobbers’ quotations, f.o.b. New York: 
ne eK fruit and jelly strainers, 
SB = per as: No. 2, $2.65 per 
I $3.25 per doz. Canning 
racks, Ne 5" per doz. Good Luck = 
rings, 80c. per gross; Good Luck Ma- 
son jar rubbers, 75c. per gross, in 12 
gross lots. 

Berry hullers, 35c. per doz.; fruit 
jar wrenches, 85c. per doz.; stainless 
steel knives, $2.35 per doz.: apple 
parers, $14.50 per doz. 

Preserving kettles, aluminum, rang- 
ing from 2%-at. to 17-at. in size, are 
quoted from $8.40 to $34.44. Covers 
for same are auoted from $2.40 to $6. 

Jar rings, 75c. per gr. 


Cider and Fruit Presses.—Activity 
Jobbers’ stocks 


Jobbers’ quotations, f.o.b. New York: 

Cider Presses. —8% x 10 in. tub, 
1-in. screw, weight 50 Ib., $6.25 each; 
10% x 12-in. tub, 1%-in. 
weight 70 lb., $7.35 each; 11% 3 
in. tub, 1%4-in. screw, weight 90 Ib., 
$9.45 each; 13 x 14-in. tub. 1%- in. 
screw, weight 125 Ib., $12.25 each; 
berry crusher, weight’ 20 Ib., $6.15 
each. 

Fruit presses, 3-qt., with heavy tin 
perforated insert, $3. 40 each: 6-qt. 
$4 2 $4.25 each; ‘12- -qt., $5.50 to $5. 85 
eac 


Galvanized Pails.—An advance of 10 
Inter- 


Jobbers’ quotations, f.0.b. New York: 

Light galvanized pails, 8-qt., $2.37 
per doz.; 10-qt. -, $2.59 per doz.; 12-qt., 
$2.75 per doz.; 14-qt., $3.14 per doz.; 
16-qt., $3.80 per doz. 

Heavy galvanized pails, 12-qt., 
$3.69 per doz.: 14-qt., $4.13 per doz.; 
16-qt., $5.06 per doz. 
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Hack Saw Blades.—Interest is fair, 
stocks are said to be somewhat light, 
and prices are firm. 


Jobbers’ quotations, f.o.b. New York: 

Hack saw blades, 8-in., $4.54 per 
gr.; 9-in., $5.11 per Sr; 10-in., $5.67 
per gr.; 12-in., 3¢°3 81 per gr. 


Hammers.—Good aaah firm prices, 
fair stocks are reported. 


Jobbers’ quotations, f.o.b. New York: 

Claw hammers, No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 
No. 2 size, $11.48 per doz. 

Machinists’ hammers, 8-0z., $8 
doz.: 12-0z., $12 per doz.; 16-0z., $8.2 20 
per doz.; 20-02. .» $9 per doz. 


Linseed Oil.— Tendencies in this 
market are somewhat firmer, although 
no drastic price changes have as yet 
been made. Some of the big crushers 
are quoting to large consumers 88c. per 
gal. for spot oil, and 81c. per gal. in car 
lots, cooperage spaces for October oil. 


Jobbers’ quotations, f.o.b. New York: 

Linseed oil in lots of less than 5 
bbl., 94c. pér gal. in lots of 5 bbl. or 
more, 91c. per gal. Boiled oil is 2c. 
extra, double boiled oil is 3c. extra 
per gal. and oil in half bbl. 5c. per 
gal. additional. 


Nails.—Demand is active, stocks low 
and prices advancing. Cut nails ad- 
vanced 10c. per keg. 


Jobbers’ quotations, f.o.b. New York: 

Wire nails, $3.35 to $3.50 base per 
keg. Blued wire nelle, 3d fine, $5.35 
net per keg. Cut nails, $4 base per 
keg. Coated nails, $3.25 to $4 base 
per keg. 

Wire nails and beade, in small lots, 
75 and 10 per cent off list. 

Roofing nails. 1 x 12, per 100 Ib., 

$6.55 for galvanized, and $4.55 plain. 

Wholesale prices vary in different 
parts of the city. 


One and Two Man Saws.—Out of 
town interest is said to be improving. 
Stocks are fair and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

One-man saws, 72c. per ft. Two- 
man saws, 60c. per ft. Two-man nar- 
row saws, 40c. per ft. 


Roofing Paper.—Buying is strong, 
stocks good, and some jobbers are said 
to expect advances. 


Jobbers’ quotations, f.o.b. New York: 

Roofing paper, 35-lb. roll, $1.17 per 
roll; 45-lb. roll, $1.45 to $1. 74 per roll; 
58-lb. roll, $1.55 to $1.70 per roll. 

Hard felt, 60-lb. standard roll, $1.80 
per roll; red sheathing paper, 36 in. 
wide, 500 sq. ft. in a roll, 20-Ib. roll, 
68c. to 84c. per roll, and 30-lb. roll, 
$1 per roll. 

Rope and Twine.—Prices are firm. 
The market is strong and some jobbers 
predict advances. The jute crop is said 
to be exceptionally low this year. 

Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 
19%4c. per lb. Hardware grade, 16c. 
per lb. Sisal, No. 1 grade, 15c. per 
lb.: sisal, No. 2 grade, 13c. per Ib. 
Bolt rope, 22c. per Ib. 

Lath yarn, 13c. to 15c. per lb. Jute 
wrapping twine, 20%4c. to 25%6c. per 


lb. India hemp twine, No. 6, 16c. to 
18e. per Ib. 


Rubbish Burners. — Jobbers report 
better buying, especially from out of 
town retailers. Prices are firm, stocks 
good. 

Jobbers’ quotations, f.o.b. New York: 
Galvanized wire rubbish burners, 
with heavy iron supports, dipped in 
asphaltum, 20 in. ne 14 in. diam- 

eter, weight 11 Ib., $30 per doz.: 24 

in. high, 15 in. diameter, weight 16 

Ib., $36 per doz.; 30 in. high, 18 in. 

diameter, weight 22 Ib., $54 per doz.; 

35 in. high. 30 in. diameter, weight 

35 lb., $72 per doz. All less 5 per cent 

discount. 

Sash Cord.—An advance of approxi- 
mately 4 cents was made on the better 
grades. The demand is strong, and 
stocks are fair. 


this line this fall and winter. 
are firm and stocks ample. 
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Jobbers’ qustations, f.o.b. New York: 

Cotton sash cord, 3914c. base per Ib. 

Prices vary according to grade, and 
= also in different sections of the 
city. 


Screws.—A 10 per cent advance was 


made on wood screws. The demand is 
strong, and stocks are said to be fairly 
well balanced. 


Jobbers’ quotations, f.o.b. New York: 

Wood screws, iron bright, flat head, 
77% and 5 per cent; round and oval 
head, 75 and 5 per cent; iron blued, 
flat head (add 5 per cent to net 
amount of invoice), 77% and 5 per 
cent; iron blued, round head, 75 and 
5 per cent; brass, flat head, 72% and 

per cent; brass, round and oval 
head, 70 and 5 per cent; galvanized 
screws, 62% and 5 per cent. 

Rolled thread machine _ screws, 
stove, iron, flat and round, No. 2 and 
No. 3, 69-10-10 per cent; No. 4 and 
larger, 70-10-5 per cent; fillister, No. 
2 and No. 3, 55-10-5 per cent; No. 4 
and larger, 60-10-10 per cent. Brass, 
flat and round, No. 2 and No. 3, 
55-10-5 per cent; No. 2 and No. 3, 
50-10-10 per cent; No. 4 and larger, 
55-10-5 per cent. 

Cap screws, 75 and 10 per cent; set 
= 80 per cent to 75 and 10 per 
cent. 

Some jobbers report an extra on 
wood screws of 20 and 5 per cent. 


Steel Barrows.—There is still a cer- 


tain amount of interest in the local 
market for these items. 
this year because of the large amount 
of construction work that has been done 
in and around New York, has been re- 
markably large. 


The demand 


Prices are very firm. 


Jobbers’ quotations, f.o.b. New York: 

Steel contractors’ barrows, with 
wooden frame, 3 cu. ft. capacity, 
$63.75 per doz. Concrete barrows, 
steel tray with wooden handles, 3% 
cu. ft. capacity, $84 per doz. Tubular 
steel barrow, 3 cu. ft. capacity, $102 


per doz.; 4% cu. ft. capacity, $111 
a doz.; 6 cu. ft. capacity, $154 per 
OZ. 


Stove Pipe.—Sales are beginning at 


“bullish” prices. Stocks are ample. 


Jobbers’ quotations, f.o.b. New York: 

Black iron stove pipe, No. 28 gage, 
12 lengths in a bundle, 4 in., $1.40 to 
$1.60 per doz. lengths net; 4% in., 
$1.55 to $1.75 per doz. lengths net: 5 
in., $1.75 to $1.95 per doz. lengths 
net; 5% in., $2 to $2.25 7 
lengths net; 6 in., $2.25 to $2.50 per 
doz. lengths net 


Snow Shovels.—Some jobbers report 


that they have already received fairly 
large orders. 
appear adequate. 


Prices are stiff and stocks 


Jobbers’ quotations, f.o.b. New York: 

Galvanized steel snow _ shovels, 
ribbed steel blade, 7% x 10 in., ash 
D handle, $1.50 per doz. Same, ribbed 
steel blade, 21 x 16 in., reinforced 
back, D handle, $11.50 per doz. Same, 
spring steel blade, 16 x 18 in., jap- 
anned D handle, $9.85 per doz. 


Sleds.—Good business is expected in 
Prices 


Jobbers’ quotations, f.o.b. New York: 

Sleds. — List prices Flexible Flyer, 
No. 1, $4.25 each; No. 2, $5 each; 
No. 3, $6.50 each; No. 4, $7 each; 
No. 5, $9.50 each. Junior Racer, $5.50 
each; Racer, $6.75 each; No. 4, with 
foot rest, $7.75 each; No. 5, with foot 
rest, $11 each. 

Discounts.—From New York stock, 
pe per cent; f.o.b. factory, 35 per 


nt. 

“List Prices.—Fire Fly, No. 9, $2.30 
each: No. 10, $2.75 each; No. 11, $3.40 
each; No. 12, $3.75 each; Racer, $4 


each. 

Discounts.—From New York stock, 
40 and 5 per cent; f.o.b. factory, 40 
and 10 per cent. 


Window Glass.—A consistent demand 


still holds at firm prices. Local stocks 
are said to be somewhat light. 


Jobbers’ quotations, f.o.b. New York: 
A single, 84 per cent; B single, 86 
per cent; A double, 85 per cent: B 
oy 88 per cent. List of March 1, 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Sept. 9. 


ORE price changes went into 
M effect last week. All were in- 

creases which were not un- 
expected. The market in this section 
has seen many advances during the last 
two weeks, and while the basic under- 
currents may be working toward lower 
levels there has been nothing revealed 
that would indicate any lower prices 
for some time to come. The fact that 
the buoyancy of business after months 
of strike conditions is still undimin- 
ished seems to argue well for continued 
activities and higher prices. 

Local business is very good in every 
sense of the word. Orders continue to 
come in large volume and the chief 
difficulty centers around being able to 
receive and ship merchandise promptly. 
Merchandise being shipped to Chicago 
jobbers is taking 50 per cent longer to 
reach here. The local shipments to 
dealers are also delayed to some ex- 
tent. The delays are due entirely to 
rail conditions. Freight equipment is 
in very bad shape. Motive power and 
rolling stock are in a lamentable con- 
dition, Freight engines and cars need 
‘many repairs and on some roads the 
regular fast freight trains have been 
discontinued and all trains are moving 
as specials. The local service has not 
been greatly disturbed. Rush ship- 
ments are made under heavy handicaps, 
as many cars are set out along the way 
on account of hot boxes and a great 
many carload shippers are oiling their 
cars before sending them out. 

‘Coal shipments are very heavy and 
a general rejoicing took place at most 
of the mines when they opened after 
such a long period of inactivity. Some 
of the demonstrations were said to have 
equaled those of Armistice Day. The 
railroads are being called upon to 
handle a very large increase of ton- 
nage, and with poor equipment théy 
are doing extremely well under the cir- 
cumstances. It has been necessary for 
some of them to place embargoes and 
this has added hardships to the jobber 
and the dealer, as it has slowed up the 
deliveries of merchandise. 

Mill operations in this section have 
not yet been able to increase produc- 
tion to any large degree. Coal supplies 
are arriving very slowly, but all indi- 
cations are that this difficulty will be 
overcome shortly. 

Weather conditions on the whole have 
been favorable to farmers in this sec- 
tion. While there are spots that have 
been without rain for a period of 
months and will produce probably 50 
per cent of the usual corn crop, the 
Central States, taken as a whole, will 
show some very good results this fall. 
The farmer is beginning to get firmly 
back on a paying basis and the general 
tone on local business in this section is 
extremely good. 

There is still no decided attempt upon 
the part of retailers to stock heavily 
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on fall goods, but they are buying in 
larger quantities due to slowness of de- 
liveries and uncertainty of rail con- 
ditions. Local distributers report very 
satisfactory business and inability to 
keep stocks as full as they like. The 
local stocks of nails and barb wire are 
low and sales are increasing in spite 
of recent advances. Some makers of 
axes have advanced 50 cents per dozen. 
Bolts and nuts have made the second 
advance in two weeks. Field fence ad- 
vanced last week and files also showed 
a 10 per cent increase on most makes. 
Galvanized ware was advanced and 
screws have gone up 2% points. The 
last two weeks have probably seen more 
advances than any other two weeks this 
year. 

With the present good business con- 
tinuing through the ordinarily dull pe- 
riod, it is expected that fall business 
will be of sufficient volume to bring 
back some of the old times of real 
prosperity. 

Alarm Clocks.— Sales are steadily 
improving and sales by the end of the 
month should be very satisfactory. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: America, $11.40 doz. lots, 
case lots $11.04; Blue Bird, $13.20 doz. 
lots, case lots $12.84; lack Bird, 
$18.96 doz. lots, case lots $18.36; 
Bunkie, $20.88 doz. lots, case lots 
$20.16; Lookout, $13.20 doz. lots, case 
lots, $12.84 doz.; Sleepmeter, $15.12 
doz. lots, case lots $14.64 doz. 


Ammunition.—Current demands for 
shells and cartridges are heavier at this 
season of the year than recorded during 
the last five or six years. Fall demand 
will start shortly and stocks are being 
built up to avoid lost sales on account 
of slow rail deliveries. 


Automobile Accessories.—Sales have 
slowed down somewhat during the past 
week, but are all that could be expected 
at this season of the year. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 
each; lots of 10, $2.55 each; twin- 
cylinder foot pumps, $1.35 each; doz. 
lots, $15; Simplex jacks, No. 36, $1.75 
each; doz. lots, $1.60 each; Weed 
chains, single lots, 25 per cent dis- 
count; doz. lots, 33% per cent dis- 
count; red inner tubes, 30 x 3%, $1.65 
each; gray inner tubes, 30 x 3%, $1.25 
each; Hercules giant plugs, 60c. each; 


Hercules junior plugs, 35c. each; 
Bethlehem spark plugs, 36c. each; 
Bethlehem spark plugs, mica type, 


60c. each; Bethlehem spark plugs, 
standard porcelain type, 58c.: Split- 
dorf plugs. 58c. each: lots of 100, 56c. 
each: Splitdorf plugs, special for 
Fords, 50c, each; lots of 100, 48c. each: 
Chamnion X plugs. 45¢. each: lots of 
100, 41c. each: Champion 0 plugs. 53c. 
each; lots of 100. 50c. each; Ford fan 
belts, extra quality, 22c. each. 


Axes.—Some makers have announced 
a 50 cent per dozen advance in the price 
of axes. The market is very firm, and 
there is no change for the present in 
local quotations. Sales continue to im- 
prove, and orders for fall delivery are 
well ahead of last year. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: First auality single bitted 
unhandled axes, 3 to 4 Ib.. $10.50 doz. 
base; double bitted, $15.50 doz. base; 
good quality black unhandled axes, 


same weight, single bitted. $9.50 doz. 
base: single bitted handled axes, 


$11.25 to $18.50 per doz.. according to 
quality and to grade of handle. 
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Bolts and Nuts.—Bolt prices have 
again advanced and jobbers report they 
are having considerable difficulty in 
keeping up their stocks. Demand is 
unusually heavy. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 40-5 
per cent off list; small carriage bolts, 

0 per cent off list; large sized ma- 
chine bolts, 50-5 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75-10 per 
cent off list; all lag screws, 50-10 per 
cent off list. 

Builders’ Hardware.—Builders’ hard- 
ware manufacturers have withdrawn all 
prices and will send out revised price 
lists, showing an advance of about 10 
per cent. Manufacturers of steel butts, 
however, have not advanced their 
prices, but there is a scarcity of hinges 
and butts. Jobbers have not as yet 
changed their prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 3% x 3% steel butts, old 
copper and dull brass finish, in case 
lots, $2.52 doz. pr.; 4 x 4 steel butts, 
old copper and dull brass finish, in 
case lots, $3.80 doz. pr.; hea bevel 
steel inside sets, case lots, “$6 doz. ; 
steel bit-keyed front door sets, $1.40 
per set; wrought brass bit-keyed front 


door sets, $2.50 per set; cylinder front 
door sets, $6.50 per set. 


Chains.—Prices are strong, with ad- 
vances not unlikely. Sales are excep- 
tionally heavy for this time of year. 

We quote from jobbers’ stocks, f.o.b. 

Chicago: %-in. proof coil chains, $8 

per 100°lb.; weldless coil chain, 50-10 

per cent off list; No. % electric 

welded cow ties, $2.65 per doz. 

Cider-Fruit Presses.—The demand 
for cider and fruit presses is the largest 
in years. Manufacturers are oversold 
on smaller sizes. Stocks are moving 
fast, and distributors find it difficult 
to keep them complete. The apple 
season is just starting. 


Copper Rivets and Burrs.—Even at 
the recently advanced prices sales are 
increasing, for present prices are con- 
sidered low. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 
40-5 per cent discount. 


Cutlery—Demand continues to be 


good and both table and pocket cutlery 
are moving in good volume. 


Field Fence.—Local jobbers have ad- 
vanced 1 point. The market is firm, 
and sales are reported as being good. 


We auote from jobbers’ stocks. 
f.o.b. Chicago: Field fencing, 65 per 
cent discount from lists. 


Files.—Local prices advanced 10 per 
cent on most lines. Demand continues 
to be heavy. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 65-5 per cent 
off list; Nicholson files, 50-10 per cent 
off list; Disston files, 50-10-10 per cent 
off list: Black Diamond files, 50-5 per 
cent off list. 


Food Choppers.—Sales continue to 
increase with prices still unchanged. 
Heavy sales for fall are expected. 


We quote from jobbers’ stocks. f.o.b. 
Chicago: Universal, No. 0, $12.15; 
No. 1, $15; No. 2, $18.20; No. 3, $24.30. 
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Galvanized Ware.—Prices advanced 
last week. Shortage of sheets and the 
high price of spelter are said to be the 
causes. Sales continue good 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvanized 
water pails, 8-qt., $1.85 doz.; 10-qt., 
$2 doz.; 12-qt., $2.35 doz.; 14-qt., $2.50 
doz. Galvanized wash tubs, No. 1, 
$5.85; No. 2, $7; No. 3, $7.75. 


Glass and Putty.—Prices continue 
firm and demand is heavy. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and single 
strength B, up to 25-in. bracket, 86 
per cent off. Single strength A and 
single strength B, over 25-in. bracket, 
85. per cent off. Double strength A, 
all brackets, 85 per cent off. Double 
strength B, all brackets, 87 per cent 
off. Putty in 100-lb. kits, $3.65; com- 
mercial putty, $3.60; glaziers’ points, 
Nos. 1, 2 and 3, one doz. packages, 65c. 


Hammers.—There has been no change 
in price since last reported, but the 
market is very strong. Sales are still 
very active. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11%, first quality nail 
hammers, $12 per doz.: Competitive 
forged nail hammers, $6 to $$ per 
doz.; cast steel hammers, $4 per doz. 


Hatchets.—Prices are firm, with ex- 
cellent sales. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality broad 
hatchets, $16 doz.; pmeetinve grade, 

12 doz.; warranted shingling hatch- 
ets, $12 doz.; Competitive 
shingling hatchets, $8 doz. 
Hickory Handles.—Demand continues 

exceptionally good, with supplies scarce. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No.’ 1 hickory axe handles, 
$3 doz.; No. 2, $2 doz.; finest selection 
second growth white hickory, $6 doz.; 
special white growth second hickory, 
$4.50 doz.;, No. 1 hatchet and hammer 
handles, 80c. doz.; second growth 
yg hatchet and hammer handles, 
$1.20 doz. 

Ice Skates.—Sales continue very sat- 
isfactory, and orders for future delivery 
continue to be booked. 


We quote from PP sc npg stocks, f.o.b 
Chicago: Key clamp rocker, men ’g 
and boys’ bright finish, 70c. per pair; 
key clamp hockey, $1.03 per pair; half 
key clamp hockey, women’s and girls’, 
96c. per pair; half key clamp hockey, 
women’s and girls’, $1.26 per pair. 
Nails.—Local jobbers last week au- 

vanced their price 20 cents per keg on 
nails. Nails are scarce, and the demand 
is very heavy. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.30 
per keg base. 


Oil Stoves.—Owing to the coal short- 
age the demand for oil stoves continues 
very heavy. 


forged 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Sept. 9, 1922. 
HILE the hardware trade has not 
really settled down to the year- 
end business grind, it is gradually pull- 
ing itself together and by the end of 
another week should have struck its 
stride. Everybody in the wholesale and 
retail field appears confident that the 
last four months of 1922 will be profit- 
able ones. Yet there is a certain 
amount of uncertainty in the air, which 
possibly explains why people have not 
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We quote from jobbers’ stocks, f.o.b. 
Chicago: 2-burner, less o-*, $10.85 
each; 3-burner, less shelf, $14.25 each; 
4-burner, less shelf, $18 each; 2-burner 
poe a $3.50 each; 3-burner shelf, $4.25 
each; 4-burner shelf, $5 each. 


nl and Oils.—The only change in 
price on oils is an increase in the price 
of turpentine of 2 cents per gallon. De- 
mand for mixed paints and oils con- 
tinues exceptionally heavy. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 bar- 
rels, $1.04 per gal.; boiled linseed oil, 
1 to 4 barrels, $1.06 per gal.; raw lin- 
seed oil, 5 barrels or more, 99c. per 
gal.; boiled linseed oil, 5 barrels or 
more, $1.01 per gal., less 1 per cent 
ten days. Turpentine, $1.45 per gal. 
(in barrels): denatured alcohol in bar- 
rels, 40c. per gal.; strictly pure BE 
lead, 100 Ib. kegs, 12%c. per Ib.; b. 
kegs, 12%c. per lb.; dry paste in —— 
rels, 6%c. per Ib.; pure white shellac, 
4 lb. goods in gal. cans, $4.75 per gal.; 


pure orange shellac, 4 lb. goods in 
gal. cans, $4.25 per gal.; English 
venetian red, in barrels, $3.50 and 


$6.75 per cwt. 

Radio.—Interest is again awakening 
in this line and retailers’ stocks are be- 
ing built up for the fall demand. Job- 
bers are building up their stocks, be- 
lieving that a very great demand will 
start with cooler weather. 

Roofing and Building Paper.—There 
has been another advance in the price 
of sheathing paper. Sales continue to 
be heavy and are steadily improving. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Best grade state surfaced 
prepared roofing, $1.85 per square; 
best tale surfaced, $2.25 per square; 
medium tale surfaced, $1.60 per 
square; light tale surfaced, 90c. per 
—* red rosin sheathing, $60 per 
on. 


Rope.—Sales on rope are very good, 

considering the season. Prices are firm. 
We quote from jobbers’ stocks, f.o.b. 

Chicago: Highest quality manila rope, 

standard brands, 17%c. to 18%c. per 

lb.; No. 2 manila rope, l6c. to 16%c. 

per lb. base; so-called hardware grade 

manila rope, 15%c. per Ib.; No. 1 

sisal rope, highest quality standard 

brands, 14%c. to 15%c. per lb. base; 

No. 2 sisal rope, standard brands, 

13c. to 14c. per Ib. base. 

Sash Cord.—Heavy sales are taking 
stocks rapidly. It is thought that deal- 
ers will have to carry larger stocks to 
insure against shortages due to uncer- 
tainties of the transportation situation. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard 


brands, $8.50 doz. hanks; No. 8 sash 
oe standard brands, $9.80 doz. 
anks. 


Sash Weights.—Supplies are better 
and prices are very strong. Jobbers are 
now able to fill their orders promptly. 


BOSTON 


jumped into the business harness 
quicker than they have. 

The most common expression one 
hears among the trade is—“TIf this rail- 
road strike was only over, I am sure 
business would be brisk.” And yet it 
is as commonly admitted that day to 
day sales are surprisingly good and 
almost everybody is making money. In 
addition, there are many people in the 
hardware trade who believe the country 
has by no means passed through the 
readjustment stage, and that the ad- 
vance in iron and steel prices is tem- 
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We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights, $42 per ton. 


Screws.—Local prices advanced 2% 
points on base, 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 
82-5 per cent new list; round head 
blued, 75-20-5 per cent new list; flat 
head brass, 78-5 per cent new list; 
round head brass, 70-20-5 per cent 
new list; japanned, 70-20-5 per cent 
new list. 


Solder and Babbitt Metal.—Excellent 
sales are reported. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $24 
per 100 lb.; medium 45-55 solder, $21 
per 100 lb.; tinners’ 40-60 solder, $22 
per 100 Ib.; high speed babbitt metal, 
$18 per 100 Ib.; standard No. 4 bab- 
bitt metal, $9 per 100 Ib. 


Sporting Goods.—There is a large 
demand for fall sporting goods, foot- 
balls, boxing gloves, etc. 


Steel Sheets.—Mills are unable to 
work to capacity, because of coal and 
labor shortage, and are running several 
months behind in their orders. Prices 
are strong even at the new advanced 
prices, which went into effect this week. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 28-gage galvanized sheets, 
$5.85 per 100 Ib.; 28-gage black sheets, 
$4.85 per 100 Ib 


Stove Pipe and Elbows.—F actories 
are running badly behind on orders, 
owing to the shortage of fuel and 
sheets. Prices are increasingly strong 
as prices on sheets advance. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $9.75; 30 gage, 
$11.25; 28 gage, $13; 26 gage, $15; 6-in. 
elbows, 30 gage, $1. 15; 28 gage, $1.30; 
26 gage, $1.55 per doz. 


Toys.—Merchants are placing orders 
for toys early to insure receiving good 
selections, 

Wire Goods.—Wire products were 
advanced 20 cents per hundred last 
week. The demand for barb and cattle 
wire continues to be very heavy. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, 
$3.05 per 100 Ib.; galvanized barb 
wire, $3.95 per 100 Ib.; ; catch weight 
spool galvanized hog wire, $3.45 per 
spool; No. 8 galvanized plain wire, 
$3.55 per 100 lb 


Wrenches. — Very satisfactory sales 
are reported and the market is firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 
per cent; engineers’ wrenches, 40 per 
cent; knife handles, 50-10 per cent. 


Wringers.—Great improvement in the 
sale of wringers is noted. The Lovell 
Wringer Co. continues to quote 50 per 
cent off the list. 


porary. Otherwise no unfavorable com- 
ment is had on general conditions. 
Here in New England we are better 
off than some other se@ctions of the 
country. The textile strike is over, and 
retail hardware dealers in mill towns 
and cities can reasonably expect better 
business as a result. Again, the rail- 
roads have been able to get about all 
the shopmen needed to replace the 
striking crafts. Most of the new men 
are young and have much to learn in 
shop work, but they are anxious to 
learn and hustlers, which shop foremen 
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say is not the attitude assumed by those 
out on strike. We are practically free 
from other labor troubles. There are, 
to be sure, other strikes that have not 
been officially called off, but people have 
forgotten all about them. 

It is largely because of labor con- 
ditions in this territory that bankers 
and others who look ahead, anticipate 
a good general business in New Eng- 
land this fall. This optimism is bound 
to extend to all branches of business 
and to the retail trade sooner or later. 


Axes.—Jukt as was indicated during 
the preliminaty stages of the coal labor 
situation, all this talk about a shortage 
of anthracite an probability of an 
increased consumption of wood during 
the coming winter, has made for a bet- 
ter movement of axes than has been 
noted in this market for many months. 
It needed just this sort of a happening, 
presumably, to lift the market out of 
a rut. The retail trade has placed 
some remarkably good orders of late 
and indications are that further busi- 
ness will be satisfactory inasmuch as a 
large number of small dealers have not 
covered their requirements. 







We quote from Boston jobbers’ 
stocks: Single bit axes, first quality, 
without handles, $11.50 per doz.; 
double bit axes, without handles, 
$16.50 per doz.; single bit axes, with 
handles, $15 per doz. 


Blankets.—Investigation discloses the 
fact that jobbers’ stocks of stable and 
street blankets have dwindled to small 
proportions. While business during the 
past month or so has gathered con- 
siderable headway, the condition of 
stocks is somewhat of a surprise to 
jobbers themselves. It certainly looks 
as though the clean up in the wholesale 
market would come earlier than antici- 
pated. Prices hold steady and there is 
nothing which signifies any weakness 
in any line. 

We quote from Boston jobbers’ 
stocks: Blankets, _horse, kersey 
stable, $1.45 to $1.75 each; lined bur- 
lap, 76-in., $1.80 to $2.26 each; 80-in., 
$1.85 to $2. 30 éach; 84-in., $2. 40 each: 
street blankets, 76 x 80 in. np ae 75 


each; 80 x 84 in., $2 each; 84 x 90 in., 
$2. 40 to $5 each. 


Bolts and Nuts.—There has been a 
general advance in local jobbers’ prices 
on bolts and nuts. The higher prices 
are in keeping with mill quotations and 
with jobbing quotations at other large 
distributing centers. They were gen- 
erally anticipated by the jobbers here. 
The demand for this class of merchan- 
dise has been stimulated rather than 
stunted by the revision in quotations. 
On machine and carriage bolts there is 
an extra charge of 25 cents when 
broken packages are requested by the 
buyer. 


hl quote from Boston jobbers’ 
stoc 

Bolts. — Machine bolts with H. P. 
nuts, % x 4 in., smaller and shorter 
cut threads, 45 per cent discount; 
larger and longer, 40 per cent dis- 
count; with C. T. & D. nuts, 40 per 
cent discount; tap bolts, list; com- 
mon carriage bolts, 30 and 10 per cent 
discount; Eagle carriage bolts, 50 and 
10 per cent discount; stove bolts, 70 
and 5 per cent discount; bolt ends, 


40 per cent discount; stud bolts, 40 
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per cent discount; step bolts, 40 per 
cent discount; banher bolts, 30 per 
cent discount. 

Nuts.—H. P., all kinds, 1%c. off 
list; C. P. C. and T., all kinds, 1%c. 
off list; semi-finished hexagon nuts, 
9/16 in. and smaller, 70 per cent dis- 
count; 5% in. and larger, 65 per cent 
discount; finished case hardened nuts, 
50 and 10 per cent discount; check 
nuts, list. 


Bottles —The demand for vacuum 
bottles is fairly good, but not as en- 
couraging as it was a fortnight ago. 
With the vacation season over, retail 
dealers in some instances are making 
a bid for school children’s business, 
with a view of tiding over interest un- 
til the Christmas buying movement sets 
in. Jobbers have withdrawn the special 
inducement of 40 per cent discount, and 
are back on a 25 and 10 per cent dis- 
count basis except when a purchase of 
a dozen bottles is involved, when the 
discount is 25, 10 and 5, and when fifty 
bottles are concerned when the discount 
is 25, 10, 5 and an extra 7% per cent. 


We quote from Boston jobbers’ 
stocks: 

Bottles. — Thermos and Universal, 
brown, pints, 75c. each; quarts, $2.50; 
plain nickel, pints, $2.75; quarts, $3.75; 
corrugated nickel, pints, $2; quarts, 
$3. Discounts, 25 and 10 per cent. 


Builders’ Hardware.— Certain New 
England makers of house trimmings 
and builders’ hardware are out with 
new lists, which show a moderate ad- 
vance on certain items. It was a well 
recognized fact that the manufacturers 
were selling these numbers either at or 
so close to cost that actual losses 
showed. New construction is not quite 
as brisk as it was a month or two 
back, but the builders’ supplies people 
inform us they look for increased ac- 
tivity a little later. Rents in most 
localities are so high that it is cheaper 
for the family man to carry a mort- 
gage, and it is upon this fact that sup- 
plies houses are basing their expecta- 
tions. In addition, it is interesting to 
note that lumber dealers are getting 
in large supplies in anticipation of a 
good fall trade. Builders’ hardware, 
therefore, has an encouraging outlook, 
especially now that prices for same 
have become stabilized. 


Canned Heat.—Business in canned 
heat at the moment is only fair, but 
the jobbing trade here is confident that 
the turnover this fall and winter will 
come up to or surpass the previous high 
record. A large number of people, due 
to circumstances, will get light meals 
in their rooms this winter, and the con- 
sumption of canned heat should im- 
prove as a result. 


We quote from Boston jobbers’ 
stocks: Sterno, $10.80 per gross, in 
any quantity; Theroz, $14.70 per 
gross, in any quantity; No. 4006, 90c. 
per doz. net or $10.80 per gross; larger 
size, $2.10 per doz. Sterno cooking 
ware, No. 4001, stand with boiler 
(small), $9 per doz.; No. 4041 (large), 
$24 per doz.; 334% per cent discount. 
Tea kettle, with tray, $3.50 net each. 
Folding stoves, single burner, $24 per 
doz.; double burner, $30 per doz.; 
discount 3344 per cent. 

Theroz Cooking Ware. — Paragon 
burners, 10c. each; No. 4 bfirners, $2 
per doz.; Continental (copper), $4 per 
doz.; Continental (nickel), $3 per doz.; 
blue flame stoves, two burners, $2. 35 
= combination mess kits, $3.33 
each. 
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Clippers. — The Chicago Flexible 
Shaft Co. is out with new lists on horse 
clippers and sheep shearing machines, 
which shows a slight downward re- 
adjustment. The No. 1 horse clippers 
are now $10.75 list, less 25 per cent 
discount, and the No. 9 sheep shears 
$16, less 25 per cent discount. 


Cooking Ware.—Some jobbing houses 
see an improvement in the demand for 
glass cooking ware, while others say 
it is no more than holding its own. 
Opinion as to retail stocks is mixed, 
certain wholesale firms saying they are 
broken, while others feel the trade is 
well supplied, especially in the larger 
towns and cities. The jobbing trade col- 
lectively, however, is quite certain that 
a good business can be expected be- 
tween now and the year-end holidays. 
They have prepared for it, at least. 


Prices are very firm. 

We quote from Boston jobbers’ 
stocks: 

Casseroles.—Round, deep 1-qt. $1.50 
each, 1%-qt. $1.75; round, shallow, 
1-qt. $1.50, 1%44-qt. $1.75; round, in- 
dividual, 8-oz., 70c.; round, standard, 
l1-qt. $1 "50, 1%-at. = 75; oval, shal- 
low, beefsteak, l1-q $1 50, %-at. 
$1.75: oval, pv oe ‘I-at. $1. 50, 1%- 
qt. $1.75. 

Pudding Dishes.—Round, deep and 
round, standard, 1-qt. 85c. each, 144- 
qt. $1, 2-qt. $1.20; oval, shallow and 
oval, standard, 1-qt. 85c. each, 1%-qt. 
$1, 2-qt. $1.20. 

Baking Dishes. — Oval, _ shallow, 
9-oz., 40c. each; 12%4-0z., 55¢c.; 18%- 
oz., 60c. Individual pie dish, round, 
7. 25c. each; 8-oz., 30c.; 12-0z., 

0c. 


"Teen —Bread, 90c. and $1.50 each; 


biscuit, 85c. and $1.25; cake, round, 
75c.; square, $1 and $1.50. 
Pie Plates.—Narrow rim, 75c. and 


90c. o.com wide flange, 50c. to $1.10. 
usta 


Cups.—Round, 4-o0z., 20c. 
a. 6-0z., 25c.; oval, 5-oz., 30c.; 
French pattern, 4+02., 20c.; 6-02., 25e. 
Bean Pots.—Round, $1, $1.75 and 
$2.50 each. 


Terms.—Jobbers’ terms are 334% per 
cent off list. 

Cutlery—The movement of cutlery 
out of local stocks and the volume of 
business on jobbers’ books for future 
delivery, are satisfactory. As a mat- 
ter of fact, most of the jobbers here 
say more cutlery is selling than has 
been the case before in months, and 
practically every bit of it is American 
made. Foreign made goods are not 
popular even from a price standpoint, 
and it looks very much as though the 
manufacturers on this side of the water 
would come into their own with a vim 
from now on. Aside from a decline of 
about 10 per cent in one or two num- 
bers of Pexto snips, cutlery values ap- 
parently are very steady. 

We quote from Boston jobbers’ 
stocks: 

Carvers 2 Frary and Clark 
line, ivory. beef, to #6 per set; 
ivory breakfast r game, $3 to : 
ivory bird, $2.20 to $3.50. Universal 
stag beef, $2.35 to $5.35, others as 


high as $16 per set: stag breakfast or 
game, $2.75 to $8.50; stag bird, $1.70 


to $3.25. Universal resistain, beef, 
$4. = to $7.75. 

itchen Knives.— Landers, Frary 
on Clark line. No. 190A, $1 od doz.; 
No. 230, $1.60; No. 331, $2; 1034, 
90c. Kitchen knife esnortinents, No. 


Cooks’ forks, No. 
203, $3.25 per doz. Cooks’ knives, No. 
3191-3, $5 r doz. Kitchen slicers, 
No. 2014, $4.75 per doz. Butchers’ 
5 per doz.; No. 8, 

Sticking’ knives, 
$2.50 per doz. Boning 
knives, No. 200-5, $2.15 per doz. Skin- 
sins knives, No. 200- -4%, $2.50 per 
oz. 


333A, $2 per doz. 
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Paring Knives.—Universal_ resis- 
tain, No. 230045 $2 per doz.; No. 3250, 
$2.75 per doz. 

Scissors and Shears.—Heinish line. 


Straight trimmers, Japanned, No. 
11, 5%-in., $11.80 per doz.; 6-in., 
$12.60; bf ars $13.40; T-in., $14.85; 
8-in., $15.7 8%-in., $16.55; 9-in., 


$20.75; 10- m4 $24.30. Straight trim- 
mers, nickeled, No. 312, 54¢-in., $14.05 
per doz.; 6-in., $14.70; 6%-in., "$15. 90; 
7-in., $16.95; T%-in., $17. 80; 8-in., 
$18.65; 8%-in., $19.70; 9-in., $23.35; 
10-in., $28.85. Ladies’ scissors, ja- 
papas, No. 511, ss in., $9. My per doz.; 

a $10.35; 5%%-in., $10.65; a 
$11.30; 6%-in., $12.10; 7-in.. 
Ladies’ scissors, i 
4l%-in., $11.65 per doz.; 5-in., $ : 
5e-in., $12.45; 6-in., $13.25; 6%-in., 
$14.20; 7-in., ‘314. 85. Discount, 33% 
per cent. 

Table Cutlery.—Universal line, No. 
V53, medium knives and forks, $5.35 
per doz.; dessert knives and forks, 
$5. Nubian ivory knives and forks, 
medium, $4.65; dessert, $4.35. Indi- 
vidual steak knives, No. 212, $2; No. 
V712, $7. Solid steel knives with flat- 
wear forks, nickel plated medium, 
No. 120, $13.80 per gross; No. 121, 


$15.60; No. 1261, $15.60; No. 1281, 
$15.60 Cues caiven, No. 345, $2 
per doz.; No. 3450, $4. 


Electrical Goods.—Although the fall 
buying movement has by no means 
struck its gait, there are unmistakable 
signs of its getting under way shortly. 
Many retail dealers are showing signs 
of interest, and it is generally believed 
in wholesale circles that stocks, as a 
whole, are down to small margins. 
That manufacturers have not lost con- 
fidence, is signified by those who have 
gone into the radio game, that the trade 
will have its electrical goods before 
they do radio. Which indicates the 
manufacturer expects that electrical 
goods will again play an important part 
in merchandising the balance of 1922 
and early 1923, at least. 


We quote from Boston jobbers’ 
stocks: 

lrons.—Hotpoint, 30 per cent dis- 

count; Damanco, in lots of five or 
more, $3.35 each; in lots of less than 
five, $3.50 each; Sheldon, $3.25 net 
each; Universal nickel plated, No. 901, 
7.50 each; No. 902, $6.75; f 
6.75; No. 708, x ' ’ 
Yo. 9023, $6.25; No. 9051, $8. Dis- 
count, 30 per cent; 12 pieces or more, 
30-5 per cent; 24 pieces or more, 30- 
7% per cent. 

Heaters.—Hotpoint, 30 per cent dis- 
count. Universal, No. 9952, sunburst 
type, $11.50 list; discount, 30 per cent. 

Percolators. — Coffee, University, 
No. 9166, nickel, $22; copper, $23.59; 
silver, $26.50 each; No. 9169, nickel, 

copper, $26; silver, $29; No 
159, $2.50 each net. Discount, 30 per 
cent; 12 pieces or more, 50-5; 24 
pieces or more, 30-7% per cent. 

Toasters. — Universal, nickel, No. 
945, $7.50 each; No. 946, $6.75. 
count same as on other goods. Re- 
verso, $5.75 net each; Star, $3.76 net 


ach. 

Grills.—Universal, nickel, No. 984, 
$12.50 each; No. 982, $11.50. Discounts 
same as on other goods. 

Heat-Pads.—Universal, nickel, No. 
9940, $10.75 each. Discounts same as 
on other goods. 

Curling trons. — Universal, nickel, 
No. 9901, $6.25 each; No. 99011, $6.75. 
Discounts same as on other goods. 

Ranges.—Two burners, with grill 
and oven, No. 9688, $31.50. Discount, 
30 per cent. 

Thermax Line.— Curling iron, $36 
per doz.; household irons, $40; toast- 
ers, $40; heating pads, $40 and $60; 
percolator, $60; disc stove, $69; radi- 
ator, $72; grill, $80: waffle iron, $97. 

_ Files—As has been expected for 
some time in the jobbing district, manu- 
facturers have advanced files about 10 
per cent and there has been a corre- 
spondingly readjustment in distributers’ 
lists. The higher prices apparently are 
fully justified. Manufacturers in most 


cases have greatly reduced supplies of 
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raw material, the replacement value of 
which is considerably higher than it 
was six months or so back. The de- 
mand for files is steadily expanding 
and some measure of protection had to 
be taken by the producer. Further in- 
roads have been made in local stocks, 
but there is no pinch to be found any-~ 
where. 

We quote from Boston jobbers’ 
stocks: 

Files. — Nicholson and Black Dia- 
mond, 50 and 10 per cent discount; 
Great Western Arcade, Kearney & 
Foote and American, 65 and 5 per 
cent discount; X. F., 12% per cent 
discount. 

Rasps.—Heller, 75 and 10 per cent 


discount; Superior, etc., 80 per cent 
discount; Stokes, 75 and 10 per cent 
discount. 


Footballs.—With the returning of 
children to school has come a better de- 
mand for footballs. Local jobbing 
stocks are in fairly good condition, and 
prompt deliveries can be made. Prices 
are unchanged and nothing is said in 
the wholesale market which indicates a 
change for some time, at least. 


We quote from Boston jobbers’ 
stocks: 
Footballs.—No. Meg (voys'). $9 per 
doz.: No. 910 oe 900C, $20; 
No. 900, Nie 


No. ‘9008S, $33; 
Bladders. — Extra bladders, $3.38, 


$4.50 and $5 per doz., according to 
size. 


Handles.—Sales of handles, more par- 
ticularly of axe handles, are increasing. 
Basing stocks on some of the orders 
coming into the market, retailers have 
comparatively little on hand. 

Hockey Sticks.—Retail dealers are 
beginning to nibble at hockey sticks a 
little more freely, but the rank and file 
of the trade has not begun to buy as 
yet. The backwardness is in keeping 
with the general tendency among many 
retail firms to put off buying as long as 
possible and trust to luck in getting 
something later. 

We quote from Boston jobbers’ 
stocks: 

Hockey Sticks.— Popular selling 
numbers, boys’, ash, $3.60 per doz.; 
men’s, rock elm, $7.75 per doz.; spe- 
cial high-grade, $13.50 per doz. 

Iron and Steel—There has been a 
general marking up of iron and steel 
prices by the jobbing trade. The great- 
est advance is noted in open hearth and 
crucible spring steel, which is up 50 
cents per 100 lb. The average advance 
on other items ranges from 25 cents to 
approximately 40 cents per 100 bb. 
The higher prices have not influenced 
business in any way. The movement 
of iron and steel out of stocks is very 
good, and supplies of all small sizes of 
steel are growing continuously more 
uncertain. 


We quote from Boston jobbers’ 
stocks: 

lron. — Refined, $3.25 per 100 Ib. 
base; best refined iron, $4.50; Wayne 
iron, $5.50: Norway iron, $6 to $6.50. 

Steel.—Soft steel bars, $3.25 per 100 
Ib. base; flats, $3.85; concrete bars, 
plain, stock Iength, $3.25; angles, 
channels and beams, $3.25 to $4.50; 
tire steel, $4.50 to $4.85; open-hearth 
spring steel, $5 to $6.50: steel bands, 
steel hoops, $4.75; cold rolled 
steel, $4 to $4.50; toe calk steel, $6. 


Nails.—Following the recent advance 
in wire nails there has been a similar 
marking up in cut nail quotations, as 
well as in hard steel stock. Galvanized 
nails remain unchanged. Many retail 
hardware dealers, fearful of getting 
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supplies later in the year, are ordering 
wire nails more freely, and there is a 
very good movement of cut stock out of 
Boston, 


B. quote from Boston jobbers’ 
stoc 

Nails. —Wire, $3.45 to $3.86 per keg 
base; cut nails, $4.05 per keg base 
from store; from _factory, in less than 
carload lots, $3.75 per keg base; gal- 
vanized nails, $7.50 per keg ‘pase; 
hard steel nails, $8 per keg base from 
store; from factory, in less than car- 
load lots, $7.50 per keg base. 

Poultry Netting.—A very good de- 
mand for poultry netting has sprung 
up of late. The movement out of stock 
evidently is based on public demands 
and not on any anticipation of supplies 
in view of a possible advance. New 
England states agricultural depart- 
ments say there is more poultry raising 
going on in this territory than ever 
before. This fact undoubtedly explains 
the present movement of netting out of 
Boston. 

We quote from Boston jobbers’ 
stocks: 

Poultry Netting. — From store, 40 
and 10 per cent off list. From fac- 
tory, 50 and 5 per cent discount, f.o.b. 
Pittsburgh. 

Rivets.—Local jobbing quotations on 
small rivets have been marked up 
slightly, the market now being 50 and 
10 per cent discount, contrasted with 
60, heretofore. The demand for such 
merchandise is fully up to expectations. 
The call for large rivets is only fair 
at best. 


We quote from Boston jobbers’ 
stocks: 

Rivets.—Structural, button head, 2 
to 5 in, long, %-in. and larger, $4 per 
keg; %-in. and 11/16-in., $4.15; %4-in., 


$4.50; 1 to 2 in. long, % -in. and 
larger, $4.75; 5g-in. and 11/16-in., 
$4.40; %4-in., $4.75. Cone head, boiler 
quality, 2 to 5 in. long, % -in. and 
larger, $4.10; %-in. and _ 11/16-in., 
$4.25; %-in., $4.60; to 2 in. long, 


Iron 


rivets, small, 36 and 10 per cent dis- 


count. 

Roofing Paper.—Although less active 
than a month ago, the market for roof- 
ing paper, prepared shingles, etc., is 
running well ahead of business for the 
corresponding time last year. The sea- 
son to date has been a very satisfactory 
one from the distributors’ viewpoint. 
The number of retail firms going into 
this sort of business on a fairly liberal 
scale is remarkable. 

Screws.—A lot of talk is going the 
rounds concerning an impending ad- 
vance in wood screws. Many of the 
manufacturers are behind on deliveries, 
and jobbers and retail dealers are en- 
joying an excellent business, when com- 
parison is made with a year ago. Manu- 
facturers are finding it difficult to se- 
cure raw material except at a premium, 
which appears to be the basis for the 
talk of higher prices going the rounds. 
Coach and lag screws have been ad- 
vanced 10 per cent. Machine screws of 
all kinds are holding thei? own, with the 
undertone of the market firm. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws. —Iron, bright, flat, 
80 and 5 per cent discount print; flat 
head, blued, 80 and 5 plus 5 per cent 
discount; round head blued, 77% and 
5 per cent discount; flat head brass, 
75 and 5 per cent discount; round 
head brass, 72% and 5 per cent dis- 
count; round head nickel, 67% and 5 
per cent discount; flat head galvan- 
ized, 65 and 5 per cent discount. 
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Machine Screws, etc.—Coach screws, 
50 per cent discount; set screws, in- 
cluding headless, 70 per cent dis- 
count; cap screws, square and hexa- 
gon, 70 per cent discount; fillister, 40 
and 10 per cent discount; flat, 30 per 
cent discount; button head, 20 per 
cent discount; lag screws, 50 per cent 
discount; iron machine screws, flat 
and round head, 50 per cent discount; 
fillister, 45 per cent discount; flat and 
round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Sheets.—In common with other steel 
prices, local jobbing quotations on 
sheets have been advanced, blue an- 
nealed 15 cents and other kinds 25 cents 
per 100 Ib. The demand for sheets 
holds its own and jobbers’ stocks in cer- 
tain instances are down to small pro- 
portions. 

We quote from Boston jobbers’ 


stocks: Sheets, No. 10 blue annealed, 
$4.15 per 100 Ib.; No. 28, black, $5.40; 
No. 28 galvanized, $6.40. 
Shovels.—Advance orders, for what 
is expected to be the best season on 
record, are coming to hand, say the 


jobbers. Retail stocks, it is believed 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, Sept. 11. 

HE end of the soft coal strike, and 

the gradual starting of coal mines in 
the Pittsburgh and nearby districts that 
have been idle since April 1, are reflected 
in the starting up in the past week of 
idle blast furnaces, and also increased 
operations among the steel works. In 
the Pittsburgh district proper, five 
blast furnaces went in last week, and 
three in the Youngstown district. Other 
idle furnaces are getting ready to start 
just as soon as a supply of coke is as- 
sured. In the last week in August, 
steel works operations were down to 
about 50 per cent, while last week, the 
Steel Corporation steel works in the 
Pittsburgh district were on about a 60 
per cent basis, and the independent 
steel mills also showed a gain. 

How the pig iron industry in output 
was affected by the coal strike, and the 
consequent shortage in supply of coke, 
is graphically shown in the reports of 
pig iron output for August issued late 
last week. These reports show that 
the total.output of pig iron in August 
was 1,816,170 tons, against 2,405,365 
tons in July, a loss of nearly 600,000 
tons in August as compared with July. 
It is likely that the output of pig iron 
this month will be nearly as large as in 
July, but it will not entirely reach that 
figure. 

The menace that is confronting the 
steel trade now is a shortage in box 
cars, and a very bad condition in mo- 
tive power that is greatly retarding 
shipments, and also causing delays in 
deliveries by the railroads, in some 
cases a week or more being consumed 
in making deliveries of freight that 
ordinarily take only two or three days. 

Price changes in the past week in 
iron and steel were not so numerous 
as-in the preceding week. Foundry 
pig iron is up again about $2 per ton, 
steel plates are also higher, the Jones 
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are small, the trade last year being in- 
clined to skimp along as best it could 
on little or nothing due to a belief that 
prices would go lower. The price situa- 
tion to-day appears much clearer, which 
is one reason why the jobbing houses 
are looking forward with so much con- 
fidence. 

We quote from Boston jobbers’ 

stocks: 


Snow Shovels.—Long handle, $4.50 
per doz.;_ split age D-handle, 
$6. 40; steel D-handle, $5.5 
Washers.—The market a washers 
did not go up with bolts and nuts, al- 
though the three usually move together. 
The washer situation, however, is re- 
ported as very firm, and certain jobbers 
hint that an advance is in the making 
if business improves. Most of the job- 
bers have fairly large stocks and until 
these are worked down somewhat the 
chances for an advance are rather slim, 
according to one of the best informed 
houses. 


PITTSBURGH 


& Laughlin Steel Co. again having 
come in the market with plates, but is 
quoting 2.25 cents per lb. at mill. 
Shafting has gone up $5 per ton, and is 
very hard to obtain for early delivery. 
The expected advance in bolts and nuts 
has been made, and is about 10 per 
cent, small machine bolts, rolled 
threads, now being quoted in large lots 
at 60 and 10 off list, while rivets of all 
grades are up $7 per ton by some 
makers, large structural rivets now be- 
ing held firm at $3 per 100 lb. while 
boiler rivets are $3.10 per 100 lb., small 
rivets being quoted at 65 and 5 per cent 
off list. Track bolts have also been ad- 
vanced by some makers about $3 per 
ton. 

Now that the coal strike is settled, 
with some chance that the railroad 
strike may also be cleared up soon, it 
is the belief here that prices on iron 
and steel products are about as high 
as they will go, and should present 
demand not hold up, there may be some 
recessions in the market. 

In many lines of manufacture, wages 
are now on a war basis, and this is 
going to restrict new building projects 
to no little extent. In the Pittsburgh 
district, there has been a falling off 
in new building, many intending build- 
ers having decided to wait until next 
year, or longer, until building prices 
are lower. 

Conditions in the hardware trade are 
quite satisfactory. The volume of 
business in August was larger than in 
the same month last year. Reports re- 
ceived by local jobbers from their men 
on the road are encouraging, and they 
all look for a good business over the 
rest of this year. In the zones affected 
by the coal strike, orders are coming 
in freely for mine supplies, and in the 
past week, prices on most lines of coal 
mining tools have advanced about 10 
per cent. 

Few changes in hardware prices were 
made in the past week. Track tools 
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We quote from Boston jobbers’ 
stocks: 

Cast washers, 
5c. per lb.; larger, 4%c. per Ib.; cut 
washers, 200-lb. kegs, list less $4.50 
- keg; malleable washers, 15c. per 
Wire Goods.—Following the lead of 

other large distributing centers, local 
jobbers have marked up wire goods 
slightly, about 10 per cent on the aver- 


age. 


Wrenches.—There is, perhaps, a 
slightly better call for large wrenches, 
and less doing in drop forged stock. 
Most of the buying of the larger kinds 
comes from manufacturing and plumb- 
ing interests, the retail trade not figur- 
ing to any great extent. Prices have 
10t changed, but the undertone of those 
m large goods are reported as very 
irm, 


We quote from Boston jobbers’ 
stocks: Drop forged wrenches, 40 per 
cent discount; agricultural wrenches, 
60 and 10 per cent discount. 


54-in. and smaller, 


advanced about 10 to 15 per cent, 
builders’ hardware has been advanced 
10 per cent, due to higher costs of 
steel and fuel. 

The move of the Steel Corporation in 
advancing wages of common labor 20 
per cent, has been followed in other 
industries, and there is a general move- 
ment going on looking to higher wages 
in almost every industry. In some 
lines, notably the fire brick industry, 
wages have been advanced by the 
makers, and are now as high as during 
the war. It is feared that another in- 
flation in prices has started, and this 
is regretted as it will have the effect 
of curbing new projects that would 
have been large employers of labor, and 
heavy consumers of steel and other 
products. In the Pittsburgh district, 
ii is claimed that building costs have 
advanced fully 20 per cent in the last 
month. This seems to be a time to 
proceed carefully in the making of new 
contracts running over long periods, 
as the future of wages and prices is 
uncertain. 

Collections in the hardware trade are 
better than for some time. In the coal 
mining centers, they are still pretty 
tight, but will show betterment when 
the mines get going again. 


Automobile Accessories.—There is a 
good demand for all kinds of acces- 
sories, and especially for tires. Prices 
are holding firm, but reports are that 
on some of the smaller accessories. 
there are likely to be reductions in 
prices in the near future, owing to the 
severe competition existing among the 
manufacturers. Dealers report that 
low prices are made on accessories by 
the department stores, and say they 
are handling some goods with prac- 
tically no profit. 


We continue to quote from jobbers’ 
stocks, f.o.b. Pittsburgh: 

Miller Falls No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, 
$3.33, in lots of 12; Derf spark plugs, 
96c. each for all sizes in lots less than 
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50; Champion X spark plugs, 45c. each 
for less than 100 and 43c. each for 
over 100; Champion regular, 53c. each 
for less than 100 all sizes, 50c. each 
for over 100. 


Axes.—The present demand is only 
fair, as the trade seems to have pretty 
well covered its needs in fall buying. 
Prices are firm, but unchanged. 

Local jobbers continue to quote, 

f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $15.50 per doz.; unhandled, 
er doz.; double bitted axes, 

, $20.50 per doz.; unhandled, 
$16.50 per doz.; second grade axes, 
single bitted, handled, $14 per doz.; 
unhandled, $11 per doz.; double bitted, 
handled, $19 per doz.; unhandled, $16 
per doz. 

Bolts and Nuts.—As predicted in 
these reports for several weeks past 
would be the case, there has been an 
average advance of 10 per cent in prices 
on nuts and bolts by the makers. High 
prices for coal and also for steel, with 
advances in labor, are given as the 
reasons for the higher prices, which 
makers claim were absolutely neces- 
sary to allow them a profit. Specifica- 
tions against contracts placed some 
time ago at lower prices than are rul- 
ing now, are said to be quite heavy, 
and current demand is also active, es- 
pecially from the car and boiler shops. 
The automobile builders are also buy- 
ing freely. Large machine bolts are 
now quoted at 50, 10 and 10 per cent 
off list. Makers are now quoting the 
discounts given below to the large 
trade, jobbers quoting the usual ad- 
vances in prices to the small trade out 


of stock. 

Bolts and Nuts.— Machine bolts, 
small, rolled threads, 60 and 10 per 
cent off list. Machine bolts, small. 
cut threads, 50, 10 and 10 per cent off 
list. Machine bolts, larger and longer, 
50, 10 and 10 per cent off list. Car- 
riage bolts, % x 6 in.: Smaller and 
shorter, rolled threads, 50, 10 and 10 
per cent off list. Cut threads, 50 and 
10 per cent off list; longer and larger 
sizes, 50 and 10 per cent off list. Lag 
bolts, 60 and 10 per cent off list. Plow 

Its, Nos. 1, 2 and 3 heads, 50 and 
10 per cent off list; other style heads, 
20 per cent extra. Machine bolts, 
c.p.c. and t. nuts, % x 4 in.: Smaller 
and shorter, 45 and 10 per cent off 
list; larger and longer sizes, 45 and 

per cent off list. Hot pressed 
square or hex. blank nuts, $3.75 off 


list. Hot pressed nuts, tapped, $3.75 
off list. C.p.c. and t. sq. or hex. nuts, 
blank, $3.75 off list. C.p.c. and t. sq. 


or hex. nuts, tapped, $3.75 off list. 
Semi-finished hex. nuts: 9/16 in. and 
smaller, U. S. S., 80 per cent off list: 
5% in. and larger, U. S. S., 75 per cent 
off list; small sizes, S. A. E., 80 and 
10 per cent off list: S. A. E. % in. 
and larger, 75 and 10 per cent off list. 
Stove bolts in packages, 80 and 5 per 
cent off list. Stove bolts in bulk, 80, 
5 and 2% per cent off list. Tire bolts, 
50, 10 and 10 per cent off list. 

Cap and Set Screws.—Milled square 
and hex. head cap screws,-75 and 10 
per cent off list. Milled set screws, 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, Aug. 9. 
[J PS?PITE a slackening off in the lat- 
ter part of the month, the hard- 
ware jobbers and dealers enjoyed a very 
satisfactory volume of business during 
August. Indications to date this month, 
despite the intervention of the Labor 
Day holiday, are that business will be 


HARDWARE AGE 


75 per cent off list. Upset cap screws, 
80 per cent off list. Upset set screws, 
80 and 5 per cent off list. 


Farming Tools.—Nearly all makers 
of farming tools, such as hoes, forks, 
weeders, scythes, snaths, rakes and 
garden plows, have issued prices for 
next season trade, which are about 
the same as were in effect this year. 
Under the present tariff laws, scythes 
made in Germany and Austria are be- 
ing brought into this country as farm- 
ing implements, and pay no duty, but 
under the proposed tariff, which has 
been passed by both houses, they are 
classed as edge tools, and will carry 
a duty of 30 per cent. ad valorem. 


Builders’ Hardware.—Several makers 
of articles of builders’ hardware have 
made advances in prices of 10 per cent, 
with the exception of butts, which up 
to this writing, have not been changed. 
Higher costs of fuels and labor, also 
of steel, are given as the reasons for 
the advance. 


Coal Miners’ Tools.—The present de- 
mand is reported heavy, due largely 
to the settlement of the soft coal strike, 
and there has been a general advance 
in prices of 10 to 15 per cent. Augers 
are up 10 to 15 per cent, wedges the 
same, coal picks 10 to 15 per cent, and 
copper needles and drills 15 per cent 
straight. 

Iron and Steel Bars.—There have 
been no further advances in prices on 
either iron or steel bars since our last 
report. The market is very firm, and 
all the mills that roll either iron or 
steel bars, are sold up for several 
months ahead. Jobbers report delay 
in getting shipments from the mills, 
and say their stocks are very low. Job- 
bers are now quoting from 2.75 cents 
to 3 cents on steel bars from stock, 
prices depending on the size of the 
order. Prices on iron bars from stock 
are slightly lower than on steel bars. 
The demand is reported heavy. 

Hollow Ware.—A general advance of 
10 to 15 per cent in prices has been 
made by nearly all makers of cast iron 
hollow ware. Demand is good, and the 
market is reported strong. 

Ice Skates.—For some reason not yet 
explained, the trade is slow this year 
in placing orders for ice skates for next 
winter’s use. Jobbers suggest that 
orders should be placed, as there may 
be a shortage in the supply. 

Lawn Mowers. — Practically all 
makers have named prices on mow- 
ers for the 1923 season, which are 
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good. However, the weather has been 
unusually warm for the past two weeks, 
and while it has created a demand for 
summer goods, a cold spell is needed for 
the hardware trade to hit its regular 
stride. 

The buying has been of the hand-to- 
mouth variety, but dealers are begin- 
ning to feel that now is a good time 
to lay in a supply of merchandise, as 
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about the same as were in effect this 
year. 


Iron and Steel Pipe.—All local job- 
bers have advanced their prices on both 
iron and steel pipe to conform to the 
advances made in the past two weeks 
by the mills. For delivery on small 
orders from stock, jobbers name dis- 
counts as follows, f.o.b. Pittsburgh: 


1 to 3-in. steel pipe, 65 per cent off 
list; galvanized, 52 per cent off list; 
1 to 1%-in. iron pipe, 31% per cent 
off list for black and 14% per cent off 
list for galvanized. 


There is still a great scarcity in the 
supply of small sizes of both iron and 
steel pipe, and dealers who have any 
in stock, can get almost any prices they 
ask for it. 

Sheets.—The demand is still heavy, 
and prices being quoted by the inde- 
pendent mills are from $2 to $3 per ton 
higher than those being named by the 
American Sheet & Tin Plate Co., for 
fourth quarter delivery. 


Track Tools.—There has been a gen- 
eral advance in prices of about 10 per 
cent. Jobbers now quote picks and 
mattocks from stock at $6.75 per doz. ° 
for 6 and 7-lb. and long cutter mat- 
tocks, $7.20 per doz. Crow bars have 
been advanced 25 cents per 100 lb. 


Wire Products.—As yet there have 
been no further advances in prices on 
wire nails or wire, but the trade is 
expecting an advance to be put into 
effect at any time. Makers are not 
anxious to sell ahead, stating that pres- 
ent prices do not allow a fair profit, 
owing to higher manufacturing costs. 
The jobbers are having trouble in get- 
ting deliveries from the mills, and their 
stocks are depleted. Several of the 
larger makers of wire and wire nails 
are accepting orders from regular cus- 
tomers only, and for indefinite ship- 
ment. Jobbers are quoting from stock 
about as follows: 

Wire nails, $2.75 to $2.85 base per 
keg; galvanized, 1 in. and longer, 
including large head barbed roofing 
nails, taking an advance over the 
price of $1.25, and shorter than 1 in., 
$1.75; bright Bessemer and_ basic 
wire, $2.60 per 100 lb.: annealed fence 
wire, Nos. 6 to 9, $2.60: galvanized 
wire, $3.10; galvanized barbed wire, 
$3.35: galvanized fence staples, $3.60: 
painted barbed wire, $3.10: polished 
fence staples, $1.90; cement coated 
nails, per count keg, $2.45; these 
prices being subject to the usual ad- 
vance for the smaller trade, all f.o.b. 
Pittsburgh, freight added to point of 
delivery, terms 60 days net less 2 per 
cent off for cash in 10 days. Dis- 
counts to jobbers on woven wire 
fencing are 70 per cent off list for 
carload, 69 per cent off for 1000-rod 
lots, and 68 per cent off for small 
lots, f.o.b. Pittsburgh. 


* 


a study of general conditions indicates 
that the trade is in for higher prices 
in the near future. While some <zd- 
vances have already been made, it is 
expected that from now on there will 
be many changes, and in view of this 
it would seem that now is a good time 
to lay in sufficient quantities of staple 
lines to carry them over what is gener- 
ally regarded as the secondary inflation 
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period. At least this is the opinion 
held by a local jobber, who is taking 
advantage of to-day’s quotations and 
keeping his stock intact against the de- 
mand which he confidently expects to 
set in before the month is out. 

The settlement of the railroad strike, 
in the opinion of competent observers, 
is all that is necessary to put the 
business of the country on a sound 
footing for some time to come. There 
is no question that the strike is inter- 
ferring with the hardware trade, as 
some jobbers report shipments of sea- 
sonable goods being delayed for two 
and three weeks, until the demand, not 
fully satisfied, has passed. This is true 
especially of late summer goods, and 
probably accounts for the slump noted 
about the middle of August. 

Collections are improving as miners 
return to work, and all in all the hard- 
ware trade in this section of the coun- 
try is well satisfied with the way things 
are turning out. 


Aluminum.—This has been a good 
year for aluminum ware, and dealers 
report the demand continuing satisfac- 
torily. Kitchen utensils are in excel- 
lent demand, and the number of new 
houses under construction augurs well 
for a continuance of good sales. Prices 
show little change, although occasion- 
ally a manufacturer adjusts his prices 
to keep more in line with competitors. 

Axes.—The demand for axes is pick- 
ing up considerably, and some nice or- 
ders were booked by local jobbers dur- 
ing the past week. Prices show no 
change. 

We quote from Cincinnati jobbers’ 
stocks: 3% lb. single bitted, handled 
axes, $15.25 per doz.; 3% lb., un- 
handled, $11.50 per doz. 

Automobile Accessories.—The demand 
for automobile accessories continues 
fair, and some interest is now being 
shown in winter goods. It will be two 
or three weeks before the winter buy- 
ing is in full swing, however, accord- 
ing to the past experience of a local 
jobber. The month of August was a 
good one in the accessory branch of 
the hardware trade, and the indica- 
tions are that, following a poor start, 
the year will be one of the best since 
this business was first taken seriously 
by the jobbers. Prices as a rule are 
holding steady, but there is no doubt 
that higher prices will be seen shortly. 


Bale Ties.—The demand for bale ties 
is very heavy, with local jobbers’ stocks 
practically gone. ‘However, shipments 
are on the way, and it is expected that 
the demand will be satisfied when they 
arrive. Prices have been advanced ap- 
proximately 10 per cent since last re- 
port. 


We quote from Cincinnati jobbers’ 
stocks: No. 15, 9 ft., $1.30 per bundle; 
No. 15, 9% ft., $1.38 per bundle: No. 
14, 9 ft., $1.48 per bundle; No. 14, 9 
ft., $1.56 per bundle. 

Builders’ Hardware.— The demand 
for builders’ hardware continues heavy, 
and local jobbers’ stocks, due to delayed 
shipments from manufacturers, are 
badly depleted. The month of August 
was one of the heaviest ever known in 
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building construction in Cincinnati, and 
September bids fair to equal it. The 
year will far eclipse any previous year, 
and real estate men believe that only 
the surface has been scratched. Prices 
of builders’ hardware have undergone 
some revisions, and it is rumored that 
a general advance is in prospect. How- 
ever, no confirmation of this rumor is 
available. 

Bolts and Nuts.—Advancing prices in 
bolts and nuts will be reflected in local 
jobbers’ quotations within the next few 
days, the advance affecting the general 
line and amounting to approximately 
10 per cent. Jobbers’ quotations have 
not been changed as yet. : 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 
65 off; large sizes, 60 off; carriage 
bolts, small, 50 and 10 off; large, 50 
off; stove bolts, 75 and 10 off; semi- 
finished nuts, * and smaller, 75 off; 
larger sizes, 70 off. 

Cutlery—The demand for cutlery 
keeps up surprisingly well, no doubt 
due to the fact that local dealers feel 
that prices are now as low as they can 
reasonably expect them to be for some 
time to come. Sales are good. 


Coal Hods.—A wag has remarked 
that this item may properly be called 
“gold hods,” but that is stretching the 
imagination a trifle. While coal is ex- 
pected to be in short supply this winter, 
it is not expected that there will be any 
suffering for want of fuel in this dis- 
trict, as the near proximity of coal 
mines should assure a fairly adequate 
supply, At any rate, coal hods are 
moving well, with prospects of a price 
advance, according to a jobber usually 
pretty well informed. 


We quote from Cincinnati jobbers’ 
stocks: 16-in. japanned, $2.95 doz.; 
17-in., $3.30 doz.; 18-in., $3.65 doz.; 
16-in. galvanized, $4.25 doz.; 17-in., 
$4.55 doz.; 18-in., $5 doz.; 20-in., 
$6.75 doz. 


Eaves Trough and Conductor Pipe.— 
An advance of approximately 5 per cent 
has been made in prices, following sim- 
ilar advances in sheet prices. The de- 
mand continues good. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.25 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.50 per 100 
ft.; 3-in. corrugated conductor elbows, 
$1.62 per doz. 


Farming Tool Handles.—This line is 
moving better, at unchanged prices. 


We quote from Cincinnati jobbers’ 
stocks: Straight hay forks, 5% ft., 
$3.10 per doz.: 6 ft., $4 per doz.; 7 ft., 
$6 per doz.; bent hay forks, 5% ft., 
$3.65 per doz.; 6 ft., $4.65 per doz.; 
long manure forks, $2.65 per doz.; 
same with straps, $4.65 per doz.; D 
shovel handles, $4.45 per doz.; D spade 
handles, $4.25 per doz.; cotton hoe 
handles. $2.15 per doz.; rake handles, 
$2 per doz. 


Files.—A 10 per cent advance in file 
prices has been announced by manufac- 
turers, and local jobbers have changed 
their quotations accordingly. The de- 
mand is increasing slowly. 

We quote from Cincinnati jobbers’ 


stocks: Nicholson files, 50 and 10 off; 
other makes, 65 off. 


Window Glass.—There is nothing new 
to report. The demand continues good, 
with prices very firm. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A, 87 per cent 
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discount; double strength A, 88 per 
cent discount. 


Galvanized Ware.—The demand is 
showing a steady improvement, and 
with rumors of advancing prices deal- 
ers are adding to their stocks at to- 
day’s levels, 

We quote from Cincinnati jobbers 
stocks: Galvanized pails, 10-qt., $2; 
12-qt., $2.25; 14-at., $2.50; 16-at., 
$3.25; galvanized tubs, No. 0, $4.75; 
No. 1, $5.75: No. 2, $6.50; No. 3, $7.60; 
all prices per doz. 

Hammers.—There is a continued de- 
mand for hammers, and dealers and 
jobbers are having their troubles keep- 
ing their stocks up. Prices show no 
change. 

Lanterns.—The demand for lanterns 
is increasing, particularly from the 
country trade. Contractors’ lanterns 
are also in better demand at unchanged 
prices. 

We quote from Cincinnati jobbers’ 
stocks: Monarch, $7.95 a doz.; Delight, 
$12.60 a doz.; Little Wizard, $9.75 a 
doz.; Wizard, $13.80 a doz.; Blizzard, 
$12.60 a doz.; Railroad No. 39, $15 a 
doz. 

Nails.—Following announcements by 
manufacturers local jobbers have ad- 
vanced the price of common wire nails 
20 cents per keg, the new quotation 
being $3.05 per keg, base. Cement 
coated nails are also up a similar 
amount, being quoted at $2.60 per keg. 


Oil Heaters.—While the weather of 
the past two weeks was hot enough 
to drive all thoughts of heating appli- 
ances from people’s minds, dealers are 
ordering their fall stock in good shape. 
Prices are unchanged, 

Paints and Oils.—The stability of 
prices on paints and oils is remarked 
in the trade. Linseed and turpentine 
have remained at the same level for 
approximately six weeks, while there 
have been no changes in paint prices 
since last fall. The demand is heavy. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.60 per gal.; linseed oil, single bar- 
rels, $1.07 per gal.; turpentine, single 
barrels, $1.21 per gal.; lead, 13c. 
per lb. 

Rope.—More activity is noted in the 
demand for rope. Prices are very firm. 


We quote from Cincinnati jobbers’ 
stocks: Best »grades manila_ rope, 
1846c. per lb.; sisal, 11%c. per Ib. 
Rivets.—Local jobbers are in receipt 

of advices from manufacturers of ad- 
vances in rivet prices, and will change 
their prices accordingly. The extent 
of the advance has not been definitely 
determined, but will be approximately 
15 per cent. 

Screws.—Advances of approximately 
10 per cent have been made in screw 
prices by manufacturers, and local job- 
bers will change their discounts accord- 
ingly. The new prices will be given in 
next report, 

Steel Sheets.—The long expected ad- 
vance in sheet prices was made on Sep- 
tember 1, blue annealed sheets advanc- 
ing $6, black sheets $4 and galvanized 
sheets $5 per ton. 


We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
4c.; No. 28 black sheets, 4.70c.; No. 
28 galvanized sheets, 5.75c. 


Stove Pipe.—An advance of approxi- 
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mately 5 per cent has been made by 
some manufacturers of stove pipe, and 
jobbers’ quotations have been changed 
accordingly. The demand for stove 
pipe is very good. 


Sleds.—As winter approaches inter- 
est in sleds is increasing, and some 
orders are now being placed at prices 
considerably below those prevailing last 
year. 

Stove Boards.—Stove boards are 
moving in better volume, and the pros- 
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ETAIL hardware sales are holding 

up remarkably well for “between 
seasons,” i.e. rather late for summer 
and too early for fall goods. 

Sales of tools and auto accessories 
are still going strong. Such dealers as 
are carrying stoves and furnaces report 
a very good volume of business getting 
under way and expect a very good 
season. 

Considering the two big strikes in 
progress sales have been exceptionally 
good. Collections are slowly im- 
proving. 

Considering the shortage of steel and 
the fact that steel mills have volun- 
tarily increased their wage schedules, 
prices will no doubt remain very firm 
and if any changes are made they will 
be in the nature of advances. 

Builders’ Hardware.—Sales of build- 
ers’ hardware continue to be a very 
good volume, exceptionally so for this 
late in the season. 


Ash Sifters—There are no retail 
sales, but jobbers report goods moving 
to dealers. Prices are firm. 

We quote from jcbbers’ stocks, f.o.b. 
Twin Cities: Square wood, $3.75 per 
doz.; round metallic, $4 per doz.; 
wood, barrel size, $12 per doz. 
Axes.—Sales are only fair and have 

not shown any improvement during the 
past few weeks. Prices continue firm. 

We quote frcm jobbers’ stocks, f.o.b. 
Twin Cities: Medium grades, single 
bit, base weights, $11.50 per doz.; 
double bit, $16.50 per doz. 

Bale Ties —Demand for bale ties is 
considered quite satisfactory and of 
about usual volume. Prices are un- 
changed. 


We quote from jobbers’ stocks, f.o. b. 
Twin Cities: Single loop ties, 70-10-5 
per cent from standard lists. 


Bolts.—Sales of bolts are of good vol- 
ume. Manufacturers report themselves 
as being fairly swamped with orders 
placed by jobbers and large users be- 
fore the recent factory advances. These 
advances have not been put in effect by 
the jobbers, but they can be expected 
in the near future. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 50- 
10 per cent; large carriage bolts, 
45 per cent; small machine bolts, 50- 
10-10 per cent; large machine bolts, 
50-19 per cent; stove bolts, 75-10 per 
eent; lag screws, 60 per cent. 


Brads.—There continues to be a very 
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pects are good for fall sales. Stocks 
are in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Wood lined, 24 x 24, $10.25 a 
doz.; 26 x 26, $12 a doz.; 28 x 28, 
$14.25 a doz.; 30 x 30, $16.50 a doz.; 
33 x 33, $19.50; 36 x 36, $22.80. Paper 
lined, 24 x 24, $6.25; 26 x 26, $6.85; 
28 x 28, $7.75; 30 x 30, $9; 32 x 32, 
$10.65; 35 x 35, $13.25; all prices per 
dozen. 


Sash Cord and Sash Weights.—The 
demand continues good, and prices have 
an advancing tendency, particularly on 
sash weights, but no changes have ac- 
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good volume of sales of brads. 
are fair and prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard pack- 
ages, 75 per cent from lists. 

Coal Hods.—There is, of course, no 
retail business as yet. There has been 
a readjustment of prices showing a 
slight decline in former quotations. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Coal hods, 17 inch, 
japanned, open, $3.60; 18 inch, a 00; 

17 inch, funnel japanned, $4.5 18 

inch, $4.95; 17 inch open, \ eaieel 

$5.00; 18 inch, $5.45; 17 inch, funnel, 
galvanized, $6.20; 18 inch, $6.80 per 
dozen. 

Eaves Trough, Conductor Pipe, and 
Elbows.—Sales continue to be a very 
good volume. There has been a slight 
advance in eaves trough and conduc- 
tor pipe. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough. 28 gage, 5 
inch lap joint, $4.75 per 100 feet; con- 
ductor pipe, 3” corrugated, $4.75 per 
100 feet; 3 inch corrugated elbows, 
$1.55 per dozen. 

Files.—Sales of files are considered 
very good. Prices remain as for some 
time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per 
cent; Arcade files, 70-214 per cent; 
Disston files, 70-10 per cent. 
Galvanized Ware.—There is a fairly 

good demand for galvanized ware at 
this time and sales continue to show 
some improvement. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, 
$6.10 per doz.; No. 2, $6. oi No. 3, $8: 
heavy galvanized, No. $12; No. 2, 
$13; No. 3, $15; sacaedaiel 10-qt. gal- 
vanized pails, $2.25 per doz.; 12-qt., 
$2.35; 14-qt., $2.70; standard 16-qt. 
stock pails, $4.25; 18-qt., $4.80; heavy 
stock pails, 16-qt., $6; 18-qt., $7.35. 
Glass and Putty.—As far as the re- 

tail hardware dealer is concerned sales 
are of small volume, but are expected 
to improve as soon as cold weather sets 
in. Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 
per cent; double strength glass, 85 
per cent ‘from standard lists. Putty, 
$4.40 per cwt. 


Lanterns.—The sales of lanterns con- 
tinue to show a steady gain and a fair 
volume of business is coming in. Prices 
remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Tubular long or short 
globe, $13 per doz.; tubular dash, 
$16.90 per doz. 


“Nails.—Nails continue in good de- 
mand and there is a very satisfactory 
volume of business. Prices remain as 
las quoted. 


Stocks 
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tually been made since the one reported 
in last market. 

We quote from Cincinnati jobbers’ 
stocks: Sash cord, better grades, 58c. 
b.; cheaper grades, 32c. per lb. Cast 
iron sash weights, $2.10 per 100 Ib. 
Wire Products.—Following similar 

advances made by mills, local jobbers 
have advanced prices on plain wire 20 
cents per 100 Ibs. Other prices, how- 
ever, are unchanged. The demand for 
wire products shows a slight improve- 
ment. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wird nails, 
aa base; cement coated nails, $2.80 

ase. 


Oil Heaters.—While there is no retail 
demand as yet, because of the shortage 
of coal this should be an exceptionally 
good year for the sale of oil heaters. 
Prices show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 30-5 per cent from 
standard lists. 


Paper.—Sales of builders’ papers are 
holding up very well and the volume of 
business is called good. Prices remain 
as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 
per cwt.; String felt, $1.42 per cwt.; 
red rosin sheathing, $2.67 per cwt. 
Registers.—Sales of registers are 

considered of satisfactory volume. 
Stocks are ample and prices firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Cast steel registers, 40 
per cent from standard lists. 
Rope.—There is a very good demand 

for rope at this time. Stocks are ample 
and prices remain firm. 


We quote from jobbers’ stocks. f.o.b. 
Twin Cities: Pure manila rope, 19%c. 
per Ib. base; pure sisal rope, 16%c. 
per lb. base. 

Sandpaper.—Demand for sandpaper 
continues to be very good. Jobbers 
stocks are ample and prices remain un- 
changed. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade, No. 1 at 
$7.20 per ream; second grade, No. 1, 
at $6.50 per ream; No. 1 garnet 
paper, $15 per ream. 


Sash Cord.—While the demand is not 
as good as a few weeks ago there is still 
quite a satisfactory demand for sash 
cord. Prices have shown no change but 
are very firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per 
lb.; ordinary grades, 36c. per Ib. 

Sash Weights.—Deliveries are now 
being made on weights ordered earlier 
in the season. New sales are considered 
good Prices show no change 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: $2.20 per cwt. 

Sidewalk Scrapers—The only de- 
mand is from dealer to jobber for 
fall stocks. Jobbers report orders com- 
ing in slowly. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grade steel 
scrapers, $4.75 per doz. 

Snow Shovels.—The larger dealers 
placed their orders earlier in the year 
and will soon be obtaining deliveries. 
Jobbers report a fair number of orders 
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now being booked. Prices show no 
change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Straight handle wood, 
$4.85 per doz.; straight handle, steel, 
$4.35 per doz.; wide galvanized blade, 

D handle, $11 per doz. 
Solder.—Sales are of fair volume. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Half and half solder, 
24%c. per Ib 
Steel Sheets.—There is a_ slightly 

better demand, possibly stimulated by 
likely advances in prices. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized 
sheets, $5.65 per cwt.; 28 gage black 
sheets, $4.65 per cwt. 

Steel Traps.—Jobbers report a fair 
volume of small orders coming in from 
the dealers in preparation for the trap- 
ping season. Prices remain as first 
announced. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.53: No. 

1, $1.88: No. 1%, $2.75; No. 2, $3.60; 

Newhouse, No. 0, $189; No. 1, $2.20; 

No. 1%, $3.17; No. 2, $4.88 per doz. 

Stove Goods.—Retail demand has not 
as yet gotten underway, but jobbers re- 
port that dealers are not rapidly getting 


Aeevaresecacevsacecenenencanaenseneasouenscaneysoenennerccsutaentan ene 


Sporting Goods the Year "Round 


(Continued from page 61) 


sured them of bait well in advance 
of their intended invasion upon the 
finny tribe. 

A skilled fisherman had charge of 
this department in another hardware 
store. 

He knew from experience just 
what kind of bait, spoons or flies 
should be used in that locality, and 
at regular intervals the store adver- 
tised that on a specified afternoon 
this man would take out a party of 
local fishermen to a local fishing 
ground and instruct them in the art 
of selecting and casting flies. 


Renting Camping Outfits 


There was another store which, 
more as a matter of service and ad- 
vertising, kept three camping outfits, 
which they rented out at small 
charge to parties going out for week- 
end trips. This plan worked out so 
that extra equipment and supplies 
were generally sold, particularly in 
the case of fishing or hunting mer- 
chandise, since the outfits did not 
include these things. 

An annual picnic and fly-casting 
contest was the big feature of an- 
other hardware store. Up to date, 
it had been given for five consecu- 
tive seasons, and with increasing 
popularity and attendance. 

Another Western store had its 
sporting goods department in a com- 
plete log cabin, built into one corner 
of the store, with its merchandise 
for the sportsman all artistically 
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stocks in shape for fall trade. Prices 
have shown no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stove boards, crystal- 
lized, 28 x 28, $15 per doz.; 30 x 30, 
$17.35 per doz.; 36 x 36, $24.02 per 
doz.; stove pipe, uniform blued, 28 
gage, 6-in., K. D., $12.50 per 100 
lengths; 6-in. common iron’ cor- 
rugated elbows, $1.26 per doz.; 6-in. 
adjustable charcoal iron, $1.86 per 
doz.; dampers, cast iron, wood or coil 
handle, $1.83 per doz.; stove shovels, 
15-in. japanned, 60c.; 21%-in. jumbo 
japanned, $1.40; 14-in. jumbo junior, 
85c. per doz. 


Screws.—Both manufacturers and 
jobbers report a very substantial de- 
mand for wood screws. Some delays 
are being met with in deliveries from 
the factories. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 

Twin Cities: Flat head bright screws, 

80-5 per cent; round head blued 

screws, 75 per cent; flat head 

japanned screws, 70 per cent: flat 


head brass screws, 75 per cent; round 
head brass screws, 70 per cent. 


Tacks.—Demand is considered only 
as of fair volume. Jobbers’ stocks are 
ample and prices continue firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., 60c. 
per doz. packages; tinned carpet, 8 
oz, 60c.; blue carpet, 8 oz., 65c.; 
double point, 11 oz., 36c. 
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arranged in display upon the walls, 
on tables, etc. 

Needless to say, the log cabin idea 
is far too elaborate for the average 
hardware store; but it was a feature 
of unusual interest in this particular 
case, where it could be worked out 
to advantage. 

In our conversation I learned much 
from our young friend regarding the 
many details of store arrangement 
which he saw on this eventful trip 
across the continent. 


Wm. F. Pilcher Dead 


William F. Pilcher, eastern sales 
manager of the Parker Pen Co., 149 
Broadway, New York City, died in his 
fortieth year, September 6, at Clifton 
Springs Sanitarium, Clifton Springs, 
N. Y., of a complication of diseases 
caused by tropical fever which he con- 
tracted in the South some time ago on 
a business trip. 

Mr. Pilcher was born in Lyons, N. Y., 
October 12, 1883. He was educated at 
the public schools at Lyons, and his 
first business experience was gained at 
the German pharmacy in the town of 
his birth. He went on the road as a 
young man and was employed by the 
Crown Cork & Seal Co., Baltimore, Md., 
A. C. Penn, Inc., New York City, and 
had been with the Parker Pen Co. 
eighteen years at the time of his death. 

An indefatigable worker, Mr. Pilcher 
was well known throughout the coun- 
try, especially in the East in business 
and social circles. He was better known 
as “Bill” than by his surname among 
his business associates and competitors. 

Mr. Pilcher was a member of the 
Masonic fraternity, and he was also a 
member of Lyons Lodge, B. P. O. Elks. 
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Tin Plate.—There continues to be a 
fairly good demand for tin plate. Prices 
remain as last quoted. 

We quote from jobbers’ stocks, f.0.b. 

Twin Cities: Furnace coke, ICL, 20 

x 28, $13; roofing tin, IC, 20 x 28, 8 

Ib. coating, $12.75. 

Weatherstrip.—Retail demand has 
not as yet developed. Prices remain as 
first announced. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood and felt weather 
strips, 5% and %-in., $1.85 per 100 
ft.; 1-in., $2.60 per 100 ft. 


Wheelbarrows.—Sales of wheelbar- 
rows are of fair volume. There has 
been an advance of $2.00 per dozen on 
the wood stave barrow. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, 
$36.00 per doz.; No. 1 tubular steel 
—e $6.85 each; No. 1 garden, $5.60 
each. 


Wire.—There is a very satisfactory 
demand for wire and a good volume of 
business is being done. Prices are as 
follows:— 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted 
cattle, 80 rod spools, $3.11; galvanized 
cattle, $3.50; Painted hog wire, $3.33: 
galvanized hog wire, $3.75; smooth 
black annealed, No. 9. $3.45; smooth 
galvanized annealed, $3.75 per cwt. 
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A short time before his death he had 
been elected a member of the New York 
Rotary Club, although he never as- 
sumed full membership, because his 
health failed before final membership 
arrangements had been made. 

He is survived by his widow; one 
son, William F. Pilcher, Jr., and four 
sisters, Mrs. Elizabeth McPhee of 





William F. Pilcher 


Rochester and the Misses Caroline L. 
Pilcher, Viola J. Pilcher and Mary E. 
Pilcher of Pittsburgh, Pa. Interment 
was at Lyons, N, Y. 
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“Here’s the door I want” 


‘All right—Here’s the hardware” 
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MCKINNEY 
Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, shelf brackets, win- 
dow and screen hardware, 
cabinet hardware, steel 
door mats and wrought 
specialties. 





HAT’S how quick a sale is made when you have a McKinney 
catalog to show your customer and McKinney Garage Sets on your 


shelves. It’s easy. 


The McKinney catalog tied to your counter has done all the selling 
work. Your customer has looked through it. Among its many illustra- 
tions of swinging doors, of sliding-folding or around-the-corner doors, 
he has found just the one that fits his need. 


The McKinney method of selling garage door hardware has done 
all your work of assembling the necessary hardware. When you pull 
down the box containing the McKinney Complete Garage Door Set 
from your shelf, your work is done. 

Not a piece is missing. Nothing has been forgotten. And better 
still, your customer has purchased good hardware—McKinney made. 

If you are not selling garage door hardware the McKinney way, you 
are not selling hardware the economical way. Write us for the 
McKinney Garage Door Hardware Booklet and tie it to the counter 
where your customer may see it. Let it help them find the right door 
for their needs. 

Here is a way to increase the sale of garage door hardware with less 
expenditure of time on ten sales by the McKinney way, than on one by 
the old method of looking through the whole store to fill an order. 


Get this booklet at once. 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING COMPANY, Pitrsspurcu 


Western Office, Wrigley Building, Chicago Export Representation 
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Washington News 
(Continued from page 72) 

Sec. 1002. (a) That this title 
shall not apply to sales, leases or 
licenses made during any year in 
which the total price for which the 
taxable sales, leases or licenses are 
made does not exceed $6,000, nor to 
sales of refined gold or silver. 

(b) If any manufacturer, pro- 
ducer or importer of any commodity 
taxable under this title customarily 
sells, leases or licenses such com- 
modity at wholesale at the place of 
manufacture, production or impor- 
tation, and also at wholesale at an- 
other place, or at retail, the tax in 
the case of any commodity sold, 
leased or licensed otherwise than at 
wholesale at the place of manufac- 
ture, production or importation shall 
be computed on the price for which 
like commodities are sold, leased or 
licensed at wholesale at the place of 
manufacture, production or impor- 
tation, or if sold by him at retail 
only the tax shall be computed on 
the fair market price at which like 
commodities are customarily sold, 
leased or licensed at wholesale at the 
place of manufacture, production or 
importation. 


Fixes Basis of Tax 


(c) If any person who manufac- 
tures, produces or imports any com- 
modity taxable under this title (1) 
sells, leases or licenses such com- 
modity to a corporation affiliated 
with such person within the meaning 
of Section 240 of the revenue act of 
1921 at less than the fair market 
price obtainable therefor, the tax 
thereon shall be computed on the 
basis of the price at which such com- 
modity is sold, leased or licensed by 
such affiliated corporation; and (2) 
if any such person sells, leases or 
licenses such commodity, whether 
through any agreement, arrange- 
ment or understanding, or otherwise, 
at less than the fair market price 
obtainable therefor, either, first, in 
such manner as directly or indirectly 
to benefit such person or any person 
directly or indirectly interested in 
the business of such person, or, sec- 
ond, with intent to cause such bene- 
fit, the amount for which such com- 
modity is sold, leased or licensed 
shall be taken to be the amount 
which would have been received from 
the sale, lease or license of such 
commodity if sold, leased or licensed 
at the fair market price obtainable 
therefor. 

(d) Every individual, firm ‘or 
corporation liable for any tax im- 
posed under this title shall make 
monthly returns under oath in dupli- 
cate and pay the taxes imposed by 
such title to the collector for the dis- 
trict in which is located the princi- 
pal place of business. Such returns 
shall contain such information ana 
be made in such time and place and 
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in such manner as the Commissioner 
of Internai Revenue, with the ap- 
proval of the Secretary of the Treas- 
ury, may by regulation prescribe. 
(e) Taxes levied under this title 
shall, without assessment by the 
commissioner or notice from the col- 
lector, be due and payable to the col- 
lector at the time fixed for filing the 
return. If the tax is: not paid when 
due, there shall be added as part of 
the tax a penalty of 5 per cent, to- 
gether with interest at the rate of 1 
per cent for each full month from 
the time when the tax becomes due. 


Sales Exempt from Tax 


Sec. 1008. (a) That the taxes im- 
posed by this title shall not apply to 
sales, leases or licensés made by 
(1) the United States; (a) any for- 
eign government; (3) any State or 
Territory or political subdivision 
thereof or the District of Columbia; 
(4) any hospital; (5) Army or 
Navy commissaries and canteens; 
or (6) any corporation organized 
and operated exclusively for re- 
ligious, charitable, scientific or edu- 
cational purposes no part of the net 
earnings of which insures to the bene- 
fit of any private stockholder or in- 
dividual; (7) any public utility; or 
(8) any farmer as to the product of 
his farm. 

(b) The tax imposed by this title 
shall not apply to sales, leases or 
licenses of any article taxable under 
Title VI of the revenue act of 1918 
or Title VII of the revenue act of 
1921, 

(c) The taxes imposed by this 
title shall not apply with respect to 
articles sold, leased, or licensed for 
export and in due course so exported. 

Sec. 1004. That in the case of 
any erroneous payment of any tax 
imposed by this act any person mak- 
ing such erroneous payment may 
take credit therefor against taxes 
due upon any subsequent return. 

Sec. 1005. That the provisions of 
this title shall become effective on 
and after November 1, 1922. 

Sec. 1006. That all the provisions 
of law relating to the levying, col- 
lection, and payment of internal- 
revenue taxes shall be applicable to 
the levying, collection and payment 
of the taxes imposed by this title. 

Sec. 1007. That the Commissioner 
of Internal Revenue, with the ap- 
proval of the Secretary of the 
Treasury, is authorized to make all 
needful rules and regulations for the 
enforcement of the provisions of this 
title. : 
Steel Merger Splits Commission 
A merry little rumpus has developed 

in the Federal Trade Commission in 
connection with the complaint recently 
issued against the merger of the Mid- 
vale, Republic and Inland steel com- 
panies. Commission Van Fleet is the 
insurgent and the reasons he gives for 
his refusal to join in the assault on the 


merger are interesting not to say con- 
vincing, and they have added greatly 
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to the curiosity with which the decision 
of the appellate court in this case will 
be awaited. 

Chairman Gaskill and his associates 
who joined in the order attaching the 
merger were obliged to meet the fact 
that the Attorney General of the United 
States had already declared that the 
proposed merger would not be a viola- 
tion of the Sherman Act. Not being 
charged with the enforcement of the 
Federal Trade Commissis. Act the 
Attorney General very courteously re- 
frained from any statement as to 
whether the merger was subject to 
criticism under that statute. 

Chairman Gaskill, in an elaborate 
memorandum given to the press here, 
explains that while the “learned and ex- 
haustive opinion” of the Attorney Gen- 
eral respecting the Sherman law is un- 
doubtedly sound; nevertheless the mer- 
ger is “in contravention of public policy” 
and therefore can legally and properly 
be attacked under the organic law creat- 
ing the Federal Trade Commission. 


Gnat Versus Camel 


Commissioner Van Fleet brushes 
aside Mr. Gaskill’s lengthy opinion with 
the terse declaration that the Chairman 
is “straining at a gnat and swallowing 
a camel.” Getting down to brass tacks 
he proceeds to show that if public policy 
rather than the statute is to be con- 
sidered it would probably prove a very 
desirable thing for a few of the small 
independent units in the steel industry, 
that are now helpless before the power 
and influence of the United States Steel 
Corporation, to combine. In develop- 
ing this interesting idea, he says: 

“In this case the salient facts are that 
one corporation competitor of the res- 
spondents controls about 45 per cent of 
the steel business of the country; that 
the proposed merger if consumated 
would control about 7% per cent of 
such business and the other so called 
independents would control about 47% 
per cent of such business; and that the 
proposed merger is to be accomplished 
by the acquisition of the physical assets 
of the constituerit corporations and not 
by the acquisition of their shares or 
share capital. 

“The plants of respondents are wide- 
ly separated, being in Pennsylvania, 
Ohio and Indiana. It is true that there 
is some competition between them and 
all other independents. It is, of course, 
true that the proposed merger would 
do away with competition between the 
merging companies. This must be the 
case in all mergers of competing com- 
panies. 

Restraint Most “Unreasonable” 

“It is plain under the decisions of the 
Supreme Court of the United States, 
which decisions have now become so 
well known that it is unnecessary to cite 
them, that it is not every lessening of 
competition that is against the Sherman 
Law, but only that which is in unreason- 
able restraint of trade and in the case 
of the United States vs. the United 


States Steel Corporation a combination 
controlling a very much larger propor- 


Reading matter continued on page 94 
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American Gasoline Gas Stove 


No. 713 


43 inches high, 41 inches 
long, 18 inches deep. 


Retails at $25.00 





As Good as it is Different 


It’s difficult to talk about this new American 
Gasoline Gas Stove without appearing over en- 
thusiastic to say the least. 

To say that this American Stove gives more heat 
than other gasoline, oil or gas stoves at less cost 
for fuel, that it produces a clean, blue flame en- 
tirely free from smoke, soot or odor, may sound 
like exaggeration in the light of your past experi- 
ence with liquid fuel stoves, and yet it is a con- 
servative statement of facts. 

The American Gasoline Gas Stove makes its own 


gas from common gasoline, the first or master 
burner making the gas for all burners. It is easy 
to operate, perfectly safe and the burners cannot 
clog. 

Selling American Stoves is different. You won't 
be asked to make service calls or do repair work 
—there isn’t any to do. 

American Stoves are made in two styles only— 
high and low—three burners, with or without 
splasher. Write now for full particulars and 
prices. ” 











American Gas Machine Co., Inc. 
ALBERT LEA, MINN. NEW YORK, N. Y. 
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tion of the steel business was held not to 
be in unreasonable restraint of trade nor 
a monopoly. If this is so, and it is the 
law of the land as long as such decision 
stands, it cannot well be argued that 
the proposed merger is against such 
law. Indeed, I do not understand that 
it is contended that the proposed merger 
is within the inhibition of the Sherman 
Law as interpreted by the Supreme 
Court. 

“My personal idea is that the de- 
cisions of that Court are of binding 
effect upon us. The Clayton Act pro- 
vides that ‘no corporation engaged in 
commerce shall acquire, directly or in- 
directly, the whole or any part of the 
stock or other share capital of another 
corporation engaged also in commerce, 
where the effect of such acquisition may 
be to substantially lessen competition 
between the corporation whose stock is 
so acquired and the corporation making 
the acquisition, or to retrain such com- 
merce in any section or community, or 
tend to create a monopoly of any line 
of commerce.’ It will be seen that this 
Act is much more far reaching than 
the Sherman Act in cases coming within 
its provisions for the reason that it 
prohibits substantial lessening of com- 
petition between the corporations them- 
selves, and if its language were broad 
enough to include every combination 
however effected, it would prohibit all 
combinations of competing business. 


Not Contrary To Antitrust Laws 


“In such case and under such con- 
struction the Sherman Act would be- 
come obsolete. There would be no need 
ever to resort to it because always the 
combination, though it did not con- 
travene its provisions, would come with- 
in the provisions of the Clayton Act. 
So the Clayton Act specifically limits 
its operation to a case where the com- 
bination is effected by the acquisition 
of shares or share capital, thus under 
the well known maxim of statutory con- 
struction ‘expressio unius,’ etc., exclud- 
ing its application to any other state 
or facts. Thus it seems plain that the 
proposed merger does not come within 
the inhibition of either the Sherman 
Act or the Clayton Act. 

“The Attorney General, in an opinion 
recently rendered to the Senate of the 
United States in a response to a reso- 
lution, has held that the proposed com- 
bination is not in violation of either 
of these Acts. While such opinion is 
not of binding effect on this Commis- 
sion, I think it is sound and entitled to 
great weight. 

“It has never been per se unlawful, 
nor against the common law for two or 
more competing businesses to combine, 
thus substantially lessening competition 
between them. In and of itself without 
more such a combination has always 
been legal. It is only when it goes 
further and results in unreasonable 
restraint of trade or tends to create a 
monopoly that it becomes unlawful, un- 
less it also comes within all the terms 
of the Clayton Act. 

“The mere fact of the elimination of 
competition between merging corpora- 
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tions never having heretofore been 
illegal, it cannot be made illegal 
by the mere fiat of the Federal 
Trade Commission. As said by the 
Supreme Court in the Gratz case: ‘The 
words unfair method of competition 
“ar are clearly inapplicable to 
practices never heretofore regarded as 
opposed to good morals because charac- 
terized by deception, bad faith, fraud 
or oppression, or as against public policy 
because of their dangerous tendency 
unduly to hinder competition or create 
monopoly.’ 

“It appears that the chief competitor 
of the respondents is the United States 
Steel Corporation controlling about 45 
per cent of the steel business of the 
country as against a possible 7% per 
cent of the combined respondents. This 
great corporation is reputed to be prob- 
ably the most efficiently managed busi- 
ness concern in the world. It has vast 
power, albeit wisely administered. 

“It can produce a ton of steel at 
from $3 to $5 a ton cheaper than its 
competitors. It would seem that the 
so-called independents exist by its wise 
tolerance. It evidently dominates the 
trade. 

“Yet in such a condition of affairs, 
we seek to prevent this comparatively 
insignificant combination, whose object 
plainly is to affect economies. That 
such a combination could if it wished 
restrain trade or create a monopoly is 
out of the question. The one does exist. 
We seek to prevent this small combined 
competition. We strain at the gnat 
and swallow the camel.” 


Charge For Collecting Checks 


The question of whether the collection 
of checks at par should be made a uni- 
versal practice throughout the country 
has just been submitted for a referen- 
dum vote of the 1,400 business organt- 
zations connected with the Chamber of 
Commerce of the United States. 

The referendum is based upon a re- 
port made to the National Chamber by 
a special committee which made an ex- 
haustive study of every phase of this 
question. In the opinion of the com- 
mittee, the practice of certain banks in 
making a charge, usually % to 1/10 of 
one per cent, in remitting to their re- 
serve bank in payment of checks drawn 
upon them by their depositors should be 
discontinued and par remittance be 
made universal. 

In its investigation the committee 
found that not only the 9,726 member 
banks in the reserve system were re- 
mitting at par but also 18,792 non- 
member banks, whereas the number of 
non-member banks not remitting at par 
was 1,932. 

“If charges were actually maae by 
all banks remitting to reserve banks,” 
it is pointed out by the committee, “their 
aggregate would be very large and a 
burden upon commerce; for the total 
items handled by reserve banks in 1920 
reached $157;000,000,000. One-tenth of 
one per cent would be $157,000,000 on 
this volume. If only the interest of 
the banks which now wish to make 
charges were considered, it is obvious 
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they would not profit through a system 
under which all banks made charges for 
remittance; for the cost of collecting 
checks deposited by their. customers 
would there be as great as the amount 
they would receive from remitting 
against checks drawn by their 
customers. 


Question Is National Issue 


“The committee is of the opinion that 
this problem should be solved from an 
economic standpoint as speedily as pos- 
sible and has little fear that the laws 
passed by six states in an endeavor to 
support non-member banks in their 
charges for remittances will be pushed 
in legislature of other states, or can 
have considerable effect. The questions 
at issue are national in character and 
if they cannot otherwise be solved they 
should be settled through national 
legislation, 

“However, the committee does not 
believe that further legislation is neces- 
sary. Its consideration of the subject 
from every point of view leads it to 
the conclusion it has indicated above, 
and it recommends that without further 
legislation par remittance in payment 
of check should be made universal 
throughout the United States. If par 
remittance cannot, however, be made the 
universal practice in the way the com- 
mittee suggests, the committee recom- 
mends that par remittance be made 
compulsory for all banks, whether mem- 
bers or non-members of the federal re- 
serve system, by affirmative and 
adequate enactment of Congress.” 


An Optimistic Outlook 


With the coal strike virtually settled, 
the only obstacle that stands in the way 
of better times is the railroad shop- 
men’s strike, according to a report on 
general conditions just issued by the 
Committee on Statistics and Standards 
of the National Chamber. When the 
strikes are out of the way, a better 
volume of business is expected to fol- 
low, the report says. 

The railroad shopmen’s strike put a 
heavy burden on all business, according 
to the report, causing most serious 
damage in those fruit and garden truck 
districts where the products could not 
be shipped for lack of cars and were a 
total and irreparable loss to the grower. 
The various strikes have aroused pro- 
found concern in the country districts, 
because of some of the sinister and for- 
bidding accompaniments and events of 
the consequent industrial warfare. 

The report further points out that 
it is a year of plenty in every phase of 
agricultural production—staple and 
secondary crops, fruits and vegetables 
alike. There are few record breakers, 
but plenty and more of everything with 
such surplus as may be needed for 
export. 

One most important factor is the 
great sufficiency of forage and food for 
live stock, since it lies at the foundation 
of cattle raising and of the dairy in- 
dustry. Live stock of all kinds is 
generally in good shape, save in the 
southwest owing to want of rain. 


Reading matter continued on page 96 
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Extetsioee PICTURE CORD 
— 


has been a familiar staple with the hardware trade many 
years and has always given satisfaction. 











Wickwire Spencer Service 4 Strands 
will give your orders imme- 
diate and ‘efficient attention. 





8 Strands 


12 Strands 













16 Strands 


20 Strands 


24 Strands 


28 Strands 











36 Strands 























Wickwire Spencer Steel Corporation 


General Administrative and Sales Offices 


Liggett Bldg., 42nd St. and Madison Ave., New York City 
WORCESTER BUFFALO DETROIT CHICAGO SAN FRANCISCO 
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In the Morning’s Mail 








Burton C. Wilmot Retires 


Burton C. Wilmot, secretary-treas- 
urer and a director of the W. W. Conde 
Hardware Co., Syracuse, N. Y., has 
withdrawn from active participation in 
the affairs of the company on Sept. 1. 
With the retirement of Mr. Wilmot 
other changes have been made in the 
management of the company. H. J. 
Yoder, of Syracuse, who recently pur- 
chased an interest in the firm, succeeds 
Mr. Wilmot as secretary. For nineteen 
years Mr. Yoder was connected with 
Burhans & Black, Inc., Syracuse, act- 
ing as purchasing agent during the last 
three years of this connection. It is 
stated that Earl J. Turner, who has 
been associated with Mr. Wilmot in the 
Conde company for more than twenty 
years will assume the duties of assist- 
ant-treasurer. 

The W. W. Conde Hardware Co. was 
started in 1883 when the late W. W. 
Conde purchased the hardware busi- 
ness of Belknap & Lewis. 

In 1905 the concern was incorporated 
as a stock company and the name of 
W. W. Conde Hardware Co. taken. It 
was at that time that Mr. Wilmot be- 
came an officer of the new company, 
and he has since continued an officer 
and director. 


John W. Odlin Leaves Wickwire 
Spencer Steel Corp. 


John W. Odlin has recently resigned 
as advertising manager of the Wick- 
wire Spencer Steel Corp., Worcester, 
Mass., in order to establish a general 
advertising agency business under the 
name of the John W. Odlin Co., Inc. 
The officers of the new company, which 
is located in Worcester, are as follows: 
John W. Odlin, president; George E. 
Watson, vice-president; Anna C, Odlin, 
secretary, and Ruth G. Marsh, space 
buyer and head of the women’s de- 
partment. 


Louis C. Steger Dies 


Louis C. Steger, associated with S. F. 
Bowser & Co., Inc., Fort Wayne, Ind., 
as a member of the board of directors 
and as the director of purchases and 
stores, died on Aug. 20. 


Butterfield & Co., Expands 

Butterfield & Co., Division of Union 
Twist Drill Co., Derby Line, Vt., manu- 
facturers of taps, dies, reamers and 
screw plates, is now occupying its new 
brick and concrete fireproof buildings, 


recently completed. The main factory 
building is 170 ft. x 70 ft., three stories 
and a basement, with one-story annex, 
170 ft. x 60 ft., and basement, and an 
ell to the main building, 85 ft. x 70 ft., 
three stories. This move has necessi- 
tated the purchase of considerable new 
equipment and machinery, and gives 
practically double the previous capac- 
ity. 


H. J. Swanson with Peerless 


Machine Co. 


H. J. Swanson, formerly sales man- 
ager Detroit Machine Tool Co., Detroit, 
Mich., has been appointed manager of 
the Peerless Machine Co., manufacturer 
of hack saws and metal shaping saws, 
Racine, Wis. 


C. V. Tinkham Sales Manager of 
Rubberset Co. 


C. V. Tinkham recently became gen- 
eral salesmanager of the Rubberset Co., 
56 Ferry Street, Newark, N. J. Mr. 
Tinkham formerly had charge of per- 
sonal sales and organization work at 
the General Motors Co., New York City. 
He is well known in the Middle West 
because of his connection with the 
Michelin Tire Co., at Kansas City, Mo. 





P. L. Getzinger Sails for Europe 


P. L. Getzinger, president of the 
Great Western Importing Co., Inc., 128 
North Wells Street, Chicago, III., sailed 
for Europe on Sept. 7 on a business 
trip of several months. Three weeks 
of this time will be spent with the firm’s 
European connection, the Hugo Linder 
Deltawerk at Solingen, Germany, for 
the purpose of personally placing a 
number of important contracts for a 
variety of cutlery and edge tools. While 
in Germany, Mr. Getzinger will also 
complete arrangements undertaken with 
a view of expediting shipments. A 
large shipment is now en route and con- 
tracts for three times this amount have 
already been placed. 


Russell E. Fox with N. & G. 
Taylor Co. . 


Russell E. Fox, formerly connected 
with the Philadelphia sales office of the 
American Sheet & Tin Plate Co., is now 
with N. & G. Taylor Co., manufacturer 
of tin plate, Philadelphia, as produc- 
tion manager. 
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Foamite Firefoam Co. & O. J. 
Childs Co. Consolidate 


Announcement has been made of the 
consolidation of the Foamite Firefoam 
Co., 151 Fifth Ave., New York, N. Y., 
and the O. J. Childs Co., Inc., Utica, 
N. Y. For several years the Childs 
Corp. has functioned as the manufac- 
turing division of the Firefoam Com- 
pany, making the Firefoam portable de- 
vices at its Utica plant. The present con- 
solidation with the Firefoam sales and 
engineering organization is expected to 
give the new and larger company the 
benefit of its greater manufacturing and 
distributing advantages. 

At a meeting of stockholders on July 
21, it was decided that the company 
would hereafter be known as “Foamite- 
Childs Corporation.” The following 
officers were elected: W. J. Childs, 
president of the Childs Corporation, 
was elected president; F. M. Watters, 
vice-president; E. Janeway, secretary; 
and F. J. Maginniss, treasurer. James 
C, Patterson will continue as a director 
in full charge of sales. It has been an- 
nounced that there will be no change in 
the sales policies of the consolidating 
companies. The executive offices will 
be located at Utica, N. Y. 


Garate, Trocaola & Lemes Open 
Office 


Garate, Trocaola & Lemes have re- 
cently opened an office at 11 South Wil- 
liam Street, New York, as a direct 
branch of Garate Anitua & Cie and 
Trocaola Aranzabal & Cie, both of 
Eibar, Spain, and will carry a large 
stock of various models and calibres of 
revolvers, automatic pistols and shot 
guns, 


Marcus Brush Co. Moves to New 
Plant 


The Marcus Brush Co., Inc., has 
moved to its new factory at 135th and 
136th streets and Willow Avenue, New 
York City. Modern machinery and new 
equipment have been installed. The 
company’s plans, it is said, call for 
greatly increased production. 


Reading matter continued on page 98 
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Make Your Counters Talk 


RESS your counters attractively and they will 
speak in no uncertain terms; sales will increase 
and profits pile up faster. Take a section of a counter, 


group your small wares attractively and watch the 


sale of this class of merchandise grow. po 





Extra Heavy 
Size — 1'¢ in. 
























f % in. 
DOMES of SILENCE 
“Better than Casters” - 
famous STEEL SLIDES for furniture legs, sell 
on sight. They are packed in attractive counter fas 
. . e In. 
display cabinets (illustrated below). These ‘ 
cabinets are designed to help sales; that = 
they do so is evidenced by the thousands ea 
of merchants who constantly use them. % in. 
Domes of Silence are made in six sizes: % 
in., 1% in., % in. % in. % in., and the extra 
large 14% in., and are packed in two styles, 
assorted or straight sizes. 
Assortment D-19 (as illustrated) % in. 


Costs you $3.00—retails for $4.80 


Contains 1 dozen sets each ¥% in., % in., co) 


¥%, in. and % in., sizes (4% gross sets). 
Straight sizes are packed 14 gross sets 
of one size in a display box for $9.00 per 
gross sets, except the 11% in. size, 
which is $13.50. Order by sizes, or if 
small assortment is 
assortment D-19. 


% in. 


desired, order 


DOMES of SILENCE Division 


Henry W. Peabody & Co. 
17 State Street, New York City 


ORDER FROM YOUR 

JOBBER TO DAY 

Advertising Cuts Furnished Free 
Send for proof sheet 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 











Clamp Will Not Buckle Hose 


The leverage provided by this hose clamp 
made by the Elgin Auto Tool Co., 112 
Division St., Elgin, Ill., causes the pressure 
on the hose to be equally distributed. As 
may be seen from the accompanying il- 
lustration, this pressure is lessened and in- 





creased by means of a screw arrangement. 
It is made of the best steel and is claimed 
by its manufacturers not to buckle the 
hose. It cannot loosen or break and may 
be easily removed and replaced. 


Toy Tractor Is Hard to Upset 

Faithfully preserving the proportions of 
a real tractor, the Fordson Tractor Toy, 
made by the Arcade Mfg. Co., Freeport, 
Ill., is complete in every detail. It is a 














six-in. model and weighs 1% lbs. Made of 
cast iron, it is brightly painted and prac- 
tically indestructible. The front axle is 
mounted in a rocking swivel, thus per- 
mitting the tractor to be used on uneven 
ground without upsetting. 


Addition to Mansfield Tire Line 


The Richland Rubber Company of Mans- 
field, Ohio, subsidiary of the Mansfield 
Tire & Rubber Company, announces a new 
tire, the Richland cord. 

The manufacturers make no claim for 
freak construction, but advise that it is 
a cord tire of high quality, made with ef- 
fective non-skid tread. It is a husky, over- 
sized cord tire, and has been put on the 
market by the makers after exhaustive 
tests. 

Richland cords will be _ distributed 
through the jobbing trade. The makers 
advise that territories are open. 








Auto Horn Requires No Lubrication 


Retailing at $5, the Basco motor hoi, made 
by Briggs & Stratton Co., Milwaukee, Wis. 
is claimed to embody a number of import- 





ant new features. It is equipped with oil- 
less bearings and does not require lubrica- 
tion of any kind. It also includes a new 
type of brush holder construction which is 
said to obviate the possibility of the 
brushes sticking. The horn has a very 
high torque motor which insures instant 
response to button control and gives a 
very penetrating warning. Provision is 
made for external tone adjustment. The 
horn is pleasing in design and very simple 
in construction, consisting of only five 
parts. 


Improved Auto Bumpers 
These auto bumpers, made by the Cox 
Brass Mfg. Co., Albany, N. Y., have the 
regular Cox loop-spring of Mo-lyb-den-um 
steel, reinforced at the centre by a specially 





CO rreicrseneniisnnnceneneserce 
Cox Endurance Bumper, Model 21 


tempered plate, thus trebling the resistant 
strength it is said. The outer rail is so 
constructed as to absorb slight shocks 
while more severe impacts bring the in- 
ner rail into action. -These bumpers have 
Cox attachments individually designed to 
exactly fit and harmonize with the chassis 





Cox HyLo Bumper, Model 23 


ensemble, front and rear. Cars vary so 
much in design that the company in pre- 
paring each attachment has taken into 
consideration the peculiarities of the car to 
which the bumper is to be attached. 
The bumpers have specially designed 
ends which distribute an impact coming 
from any angle over their entire surface. 





Cox HyLo Bumper, Model 19 


They are handsomely finished in black 
enamel and nickle, and have passed the 
tests of the underwriters’ laboratories. In 
addition to the three models shown here- 
with the company makes special rear 
and front bumpers for Ford and Franklin 
cars. 


Carrier Holds Two Spare Tires 

Designed to carry two spare tires, the 
Markomi Tire Carrier, manufactured by the 
Markomi Co., Inc., 7 West Division St., 
Detroit, Mich., embodies a number of in- 
teresting features. It is made of high grade 
malleable casting and cold rolled steel, and 





while light in weight is strong and rigid. 
It may be quickly applied and removed 
without the use of tools and is a useful and 
efficient rim spreader and contractor for 
both garage and private use. It is univer- 
sal in size and will fit all rims and is de- 
signed to hold the tires apart, thus elim- 
inating chafing, shifting and rattling. 


Practical Juvenile Metal Snow Shoe 


The Indian Scout Metal Snow Shoe which 
was recently placed on the market by the 
Metal Snow Shoe Co., Inc., Boston, Mass., 





Indian Scout Metal Snow Shoe 


was designed with a view of supplying a 
snow shoe for cnildren between the ages 
of seven and seventeen that could be sold 
at a moderate price. The metal shoe is 
claimed by its inventor to be rust proof 
and very light in weight and is fully effi- 
cient in operation. 


To Pull Slack Lines Taut 


Grievances against the clothes line can 
be forgotten with the new Twentieth Cen- 
tury Pulleys and Tighteners, a combina- 
tion that does away with loose hard run- 
ning lines. The line is drawn taut by a 
simple touch on the handle. . 

Pulleys made of cast iron, six inches in 
diameter, with a deepened groove for the 
line, eliminates the trouble of line jump- 
ing. The tightener is a simple arrange- 
ment, made of cast iron with the excep- 
tion of the handle bar, which is made of 
steel. As the line slackens, it is only 
necessary to pull down the handle another 
notch. Manufactured by the Bobolin Ma- 
chine Works, Fort Plain, N. Y. 


Reading matter continued on page 100 
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The Grip of a Bulldog 
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It takes only a moment to adjust a Richards-Wilcox vise. A slight {2 
reverse movement of the handle immediately disengages the screw, per- e} 
mitting instantaneous adjustment to any desired length. When the [2 
screw is engaged it affords continuous screw movement throughout its cJ 
entire length, making slipping impossible and giving the vise the grip of L3 
a bulldog. 2 
Richards-Wilcox vises are of simple, sturdy construction. There are cj 
no pawls, racks or triggers to break or wear, consequently they never i 
get out of order. Another desirable feature is the ribbed jaw, which =) 
combines maximum strength with minimum weight. C3 
There is satisfaction in selling Richards-Wilcox vises because they <4 
give lasting satisfaction to their users. Catalog A-26 tells more about a 
them. Send for a copy today. G 
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Additions to Auto-Strop 
Safety Razor 

Model C is a new Auto-Strop Razor out- 
fit about to be put on the market by the 
Auto-Strop Safety Razor Co., 656 First 
Ave., New York, N. Y. No. C-22 Red is 
sold in a metal case with a red and black 
crackle finish and velvet lined. The self 
stropping razor, which is highly nickel 
plated is provided with three blades in a 





nickel plated blade box. Model No. C Blue 
is supplied in a metal case with a blue and 
brown crackle finish, and is also velvet 
lined. The black metal case of Model No. 
C-22 Black has a glossy enamel finish and 
is velvet lined. The retail price of this new 
razor outfit is $1.00. 


Musical Compression Whistle 


Fourchime Auto Whistles are claimed by 
their manufacturer, the Fourchime Auto 
Whistle Co., 23 Marshall St., Newark, N. J., 
to be powerful and far-reaching. The 
warning blends four tones into a pleasing 
chime. The whistle is of the compression 
type and by the use of %-in. and %-in. 
adapters it may be installed on cars having 
no petcocks. It is well made, the tone 
chamber being of aluminum encased in 








brass having a nickel finish. The whistle 
is secured in an upright position to the car, 
a feature which is claimed to assure less 
jar and vibration, and consequently longer 
life and improved tonal qualities. The 
whistle, which may be used on motor boat 
engines as well as on automobiles, is 
shipped complete and ready for installation. 
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Improved Heel Plate 
The Fate-Root-Heath Co., Plymouth, 
Ohio, has recently placed the Empire Heel 
Plate on the market. This plate is de- 
signed to withstand bending, twisting and 








BOTTOM 
pounding without injury. Heel plates are 
not a new item with this firm, and during 
the war they were made in large quantities 
and the line only temporarily abandoned 
through inability to secure the material 
necessary for proper construCtion. 


Efficient Auto Rim Tool 


Suitable for use in connection with pas- 
senger and commercial automobiles tire 
rims, the Milwaukee Split Rim Tool of the 
Milwaukee Pattern & Mfg. Co., 1195-1199 





Thirtieth St., Milwaukee, Wis., is made in 
both wall and bench types. It is very 
simple in construction, has few working 
parts and does not easily get out of order. 


Stop Light and Direction Signal 

Ap-Lite, made by the Arrow Products 
Co., Inc., 248 Congress Street, Boston, 
Mass., is a direction signal and stop light 
combined. It is constructed of cold-rolled 
steel with spot welded joints. The signal 
is red and the direction arrows are green, 
enabling the rear traffic to see both signals 
atthe sametime. It operates automatically 
from the brake, and the direction arrows 
are controlled by means of a small lever 
switch so situated that the hands in oper- 

















ating do not have to be removed from the 
steering wheel. The lenses are of specially 
designed glass with prismatic backs. The 
lamps are standard 21 candle power nitro- 
gen filled. 
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Increases the Duck Hunter’s Bag 


Selected wood is used in the making of 
the K. D. Decoys, of the Specialty Mfg. 
Co., St. Paul, Minn. They are well shaped 
and painted with durable oi! colors, closely 
resembling the species imitated. The 
bodies are reduced in weight by means of 
a cavity on the underside which also forms 
an air pocket when placed in water. When 


2 46eeeee 


Caza 








knocked down, this cavity contains the 
head, anchor cord and anchor, thus making 
a very compact decoy which occupies but 
a small space. A life-like appearance is 
secured through the fact that the heads 
may be turned in any direction, 


Utility Gasoline Stove 

Made by the American Gas Machine Co., 
Inc., Albert Lea, Minn., the new Kampkook 
stove, known as Model 14, embodies a num- 
ber of new features. Designed for use as 
a regular gas range in camp or cottage; it 
may also be used with or without legs when 
traveling. The fuel tank holds one-half 
gallon of gasoline. Another new feature is 
the windshield, which is a handy contriv- 
ance when the stove is used while camp- 
ing, at picnics, etc. The stove may be pur- 
chased with low legs which bring the top 
or cooking surface ten inches from the 





ground. Otherwise it has the regular 
Kampkook features, such as the master 
burner, which when lighted produces gas 
for the second and third burners. These 
may be turned on or off as in a gas stove. 
It also has the removable tank, which 
is placed inside the case when the stove is 
not in use. 


Reading matter continued on page 102 
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GATES HOSE 


‘‘The Standardized Radiator Hose’”’ 








* Marked by Inches 
Easily Cut to Length 


Your jobber will rec- 
ommend Gates Vul- | 
co Hose because they 

know that its tougher | 
rubber lining is giving 

better service. 


Made by the World’s Largest 
Manufacturers of Fan Belts. 
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Radiometer Improves Tuning 
Efficiency 


With Rogers Receiving Radiometer, dis- 
tributed by Ludwig Hommel & Co., 530-534 
Fernando St., Pittsburgh, Pa., tuning effi- 
ciency and sharpness is claimed to be 
greatly improved because the dielectic 
material is reduced to 
the absolute minimum, 
no wood, paraffine, 
shellac or varnish be- 
ing used. Only one 
supporting bushing is 
used for the ‘entire 
assembly, and this for 
the electrical contact 
between the two con- 
ductors. For long dis- 
tance, short wave sets, 
two Rogers receiving 
radiometers are said to give very good 
results. It may be used in any part of the 
circuit where the ordinary ball type vario- 
meter can be used. It is 4 in. in diameter 
and 1 in. deep. 








Low Priced Cord Tire 


Slightly oversize, the new Maxi-Mile Cord, 
made by The Mason Tire & Rubber Co., 


Kent, Ohio, is of fuli cord 
construction and _  air-bag 
cured. It has the same non- 


skid tread as is used on the 
Mason Heavy Duty Cord and 
also the distinguishing green 
stripe. It is very rugged in 
construction, and has ample 
air space, which makes for 
comfortable riding qualities. 
This tire is designed to sell 
at $11.80, a price which is 
claimed to be made possible 
only through specialized large 
scale production. It is un- 
usually sightly in appearance 
and has excellent riding 
qualities. 





Improved Piston Ring 


Although the products of Foster Merriam 
& Co., Meriden, Conn., have been used 
for several years by car manufacturers, it 
is only recently that any attempt has been 
made to directly reach the automobile 
owner with this product. This ring is the 
result of careful development covering sev- 





eral years of exhaustive tests, undertaken 
with a view of obtaining a maximum 
amount of efficiency. 


Drill Set for the Radio Fan 


The Greenfield Tap & Die Corp., Green- 
field, Mass., has recently placed the Broad- 
cast Drill Set on the market. The drills 
contained in this set are especially suitable 
for radio work, such as drilling holes for 
various sized wires, etc. Amateurs and 
expert electricians interested in wireless 
will find the kit useful for a variety of pur- 
poses. The set is forwarded in a special 
box. 


The Manning Mfg. Co., Rutland, Vt., 
is now distributing a catalog descriptive 
of the Manning specialties and equip- 
ment for the milk industry. 
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Three-Burner Range to Fit Small 
Spaces 


Kitchenette Gas Range, 
by Comstock-Castle Stove Co., 
Ill., has three burners and was 
especially designed for apartments and 
small houses. The three-burner cooker 
also made by this company has extreme 
dimensions of 26 x 13 x 31 in. and a baking 
oven 16 x 12 x 12 in. Extreme dimensions 


The Economy 
made 
Quincy, 








of the four-burner model is 17 x 13 x 31 in., 
baking oven 16 x 18 x 12. In some of the 
models the broiler and baking ovens are 
combined. The kitchenette range is a de 
luxe model of white enamel, furnished with 
a high shelf. 


Fish Easily Removed from This 
Stringer 

Three wire eyes are secured to the cord 
of the Winona Fish Stringer, distributed 
by O. A. Kanauer, Winona Lake, Ind. These 
are at each end and one 18 in. from the 
bottom. These wire eyes are clinched to 
the cord and covered with a metal jacket. 
{To one end is attached the needle, shown 
in detail below in the holder. The joint 
thus made is much easier on the cord, as 
it always pulls straight. The cross bars 
snap lightly into the other wire eyes. In 
use the upper cross bar is removed until 
several fish have been placed on the 
stringer. The upper cross bar is then 
passed through the wire eye and fish placed 
on the stringer afterward will be prevented 
from crowding down against those first 
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To remove the fish from the 


caught. 
stringer, the bars are unsnapped and fish 
dropped off the bottom end of stringer. 
This company also makes a heavily tinned, 
rust-proof holder which may be used in 


connection with the stringer. It consists 
of a steel clamp which may be fastened to 
the seat or the side of the boat. 
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Additions to H. & B. Golf Balls 


The golf ball illustrated, Par X-L 1.62, 
is one of three new models made by Hil- 
lerich & Bradsby Co., 725 South Preston 
St., Louisville, Ky. It is constructed 
on a new and scientific method to secure 


greater distance. 
It is made of para 
rubber with a 


specially built 
core. It conforms 
strictly to the 
Standard limita- 
tions: not over 
1.62 oz. weight, 
not over 1.62 in. 
in diameter. It is aS 
scientifically tested and sinks in water. 

Zing is the large size floater shown 
the illustration. 





in 
It is made in the durable 
mesh marking. This ball is specially rec- 


ommended for light hitters. The Bing-Go 
1.62 is also a sinker. It has recessed mark- 
ing and conforms to the standard in weight 
and size, 


Compact Folding Steel Camp Stool 


Compactness is 

one of the prin- 

cipal features 

of this stool 

made by the 

Defiance Weld- 

ing Co., De- 

fiance, Ohio. It 

has an all-steel 

frame and is 

claimed to open 

and close with 

great facility. 

It is 15 in. high and will fold into a space 
of 7% x 10 ins. The seat consists of 10 oz. 
of Army Khaki and will support a weight 
of more than 200 pounds. 


Percolator Has Special Heating 
Element 

Specially designed to retain heat, the 

Hold-Heet Percolator, made by the Russell 

Electric Co., 340 








W. Huron Street, 
Chicago, IIL, is 
built along pleas- 
ing lines and has 
an attractive mir- 
ror finish. Extra 
heavy aluminum 
is used in its con- 
struction, making 
it hard to dent. 
The heating ele- 
ment is durable 
and is said not to 
burn out even if 
the percolator is 














permitted to run 
dry. The heating element is applied to the 
outside of the percolator, thus eliminating 
the possibility of leaks arising from rivet 
holes, seams, etc. 


Lane Bros. Catalog 


Lane Bros., Poughkeepsie, N. Y., are now 
distributing their Catalog No. 33, in which 
is described their line of door hangers, 
fixtures, coffee mills and other hardware 
specialties. 


In describing the King Bee Spark Plug 
in our Aug. 24 issue the name of the manu- 
facturer was erroneously given as the King 
Bee Sales Co., San Antonio, Tex. It should 


have been the King-Bee Spark Plug Co., 
2502 Cass Avenue, St. Louis, Mo. 


Reading matter continued on page 104 
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ss You _ can put 
td them on and 
take them off 
in a 
hurry! 
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Either the complete chain 
or a cross chain 


You can take off and put on a cross chain 
in a hurry. The patented slip-on link 
does it. A child can make the change. 


Note 

ime You can put on of take off the entire 
chain in a hurry. The patented, positive 

clever lever lock does it. Also takes up the slack 

slip-on and saves wear on tires and chains. 

link And yet these chains cost no more. 


These two features make OFF’ N’ON 
Chains rapid sellers. 





Note the Your jobber will supply you. Order now. 
leverage It is a good idea to order spare cross 
of the chains at the same time, because you can 
positive sell a set of cross links with every chain. 
lock that PYRENE MANUFACTURING COMPANY 
Makers of Pyrene Fire Extinguishers 
takes up 520 Belmont Avenue, Newark, N. J. 
the slack Branches ; 
CHICAGO ATLANTA KANSAS CITY SAN FRANCISCO 
17 So. Jefferson Street 24 Nassau Street 1712 Grand Avenue 977 Mission Street 
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Notes of the Retail Hardware Trade | 











RIVERSIDE, CAL.—The J. G. Car- 
rothers stock of sporting goods and 
other lines has been sold. 

DANBURY, CONN.—John D. Wheeler, 
313 Main Street, has taken over the 
stock of Arthur L. Vance, and requests 
catalogs on toys, crockery and dairy 
supplies. 

CrystaL RiveR, FLA—The Barco 
Hardware Co. has commenced business 
here, dealing in the following: Auto- 
mobile accessories, automobile tires, 
builders’ hardware, building paper, 
churns, cutlery, electrical household 
specialties, farm implements, flash- 
lights, fishing tackle, furnaces, guns 
and ammunition, harness, heavy hard- 
ware, mechanics’ tools, paints, oils, 
varnishes and glass, prepared roofing, 
pumps, shelf hardware, silverware, 
sporting goods, stoves and ranges, toys 
and games. : 

Moore-HAvEN, FLA.—The J. E, Smith 
Hardware & Furniture Co., which has 
increased its stock, requests. catalogs 
on a line of plumbing material and a 
general line of hardware. 

Hoopeston, ILL.—Luther E. Alkire 
has purchased the hardware stock of 
Jacob Decker, and is combining it with 
his own. Catalogs requested. 

LITCHFIELD, ILL.—Bishop & McCon- 
nell have commenced business here. 
Catalogs requested on furniture and 
stoves. 

PENNVILLE, IND. — The Powell-Wolf 
Co., operating a branch store at Port- 
land, has established itself in business 
here, to conduct both a wholesale and 
retail business in the following lines, on 


which cataogs are requested: Auto- 
mobile accessories, automobile tires, 
barn: equipment, belting and packing, 
builders’ hardware, churns, cream sepa- 
rators, crockery and glassware, cutlery, 
dairy supplies, electrical household 
specialties, farm implements, fishing 


tackle, furnaces, garage hardware, 
guns and ammunition, harness, heating 
stoves, heavy hardware, incubators, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, 
poultry supplies, pumps, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, toys and games, washing 
machines and wheel toys. 

Tew. City, IND.—Kirchner & Lamkin, 
638 Main Street, request catalogs on 
material for use in tin shop. 

UPLAND, IND.—Stump Bros., succes- 
sors to the Carroll Hardware Co., have 
added a line of fencing and windmills, 
and request catalogs on automobile ac- 

‘cessories, barn equipment, belting and 
packing, builders’ hardware, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, electrical supplies 
and equipment, farm implements, flash- 
lights, fishing tackle, garage hardware, 
gasoline, gasoline engines, guns and 
ammunition, harness, heating stoves, 
heavy hardware, incubators, insecti- 
cides, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 


shelf hardware, sporting goods, stoves 
ranges and washing machines. 

Batavia, lowA.—Nebre & Gorman 
are the new owners of the stock and 
business of E. B. Brown & Son. 

WIcHITA, KAN.—The Nossaman 
Hardware Co., 2143 N. Lawrente Ave- 
nue, purchaser of the stock of H. W. 
Metcalf & Sons, requests catalogs on 
the following items: Automobile ac- 
cessories, barn equipment, bathroom 
fixtures, builders’ hardware, churns, 
crockery and glassware, cutlery, elec- 
trical household specialties, electrical 
supplies and equipment, flashlights, 
fishing tackle, garage hardware, guns 
and ammunition, harness, heating 
stoves, heavy hardware, incubators, 
kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, 
prepared roofing, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges, washing machines 
and wheel toys. 

DETROIT, MICH.—The McGraw Hard- 
ware Co. is now located at 3619 Mc- 
Graw Avenue. The concern was for- 
merly known as the Holden Hardware 
Co., and was located at 1651 Ferry 
Park Avenue. 

MONROE, MicH.— The Red Star 
Store-Home Furnishing Co. has opened 
a store at First and Winchester Streets. 
Its stock comprises automobile acces- 
sories, automobile tires, bathroom fix- 
tures, crockery and glassware, cutlery, 
electrical household specialties, heating 
stoves, kitchen cabinets, kitchen house- 
furnishings, linoleum and oil cloth, 
phonographs, refrigerators, sewing ma- 
chines, silverware, stoves and ranges, 
toys and games and washing machines. 
Catalogs requested on a general line of 
hardware and furniture. 

Paris, Mo.—L. Q. Bradney has dis- 
posed of his stock to Harris & Hedden. 

OMAHA, NEB.—The Omaha Sporting 
Goods Co., wholesaler and retailer, has 


opened a store at 1806 Harney Street. 
J. D. Crew & Son are proprietors. 
Catalogs requested. 

MONTICELLO, N. Y.—Block & Schul- 
man, 228 Broadway, new owners of the 
stock of P. A. Callery, request catalogs 
on the following items: Automobile 
accessories, barn equipment, bathroom 
fixtures, builders’ hardware, building 
paper, churns, crockery and glassware, 
cutlery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, farm implements, flash- 
lights, furnaces, garage hardware, 
gasoline, guns and ammunition, ham- 
mocks and tents, heating stoves, home 
barbers’ supplies, incubators, 
cides, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, prepared roof- 
ing, pumps, shelf hardware, silverware, 
stoves, ranges and tin shop. 

CARLISLE, PA.—The Carlisle Hard- 
ware and Implement Co. has succeeded 
to the business of D. W. Sunday and 
Son, formerly S. A. Jackson and Son. 
Catalogs requested on a general line 
of hardware, barn equipment, wire 
fencing, glass, oils, crockery, whips, in- 


insecti- 


secticides, fishing tackle, guns, poultry 
supplies, roofing, garden hose, cutlery, 
white lead, linseed oil, stoves, nails, 
chain, rope, binder twine, sash cord, 
dairy supplies and plow shares. The 
concern has been established over 50 
years. : 

YOUNGSVILLE, Pa.—The W. J. Mead 
Hardware Co, has sold its hardware 
and plumbing stock to the Walter 
Hardware Co. 

Arctic, R. 1—The Union Hardware 
Co. has recently commenced business 
here to deal in builders’ hardware, 
building paper, cutlery, flashlights, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes, glass, and shelf hard- 
ware. 

NASHVILLE, TENN.—J. B. Deeds & 


Son, 152 Second Avenue, North, have 
bought the Deeds & Jordan stock of 
hardware. 

AMARILLO, TEx.—J. C. Dickie, for- 
merly with the Morrow-Thomas Hard- 
ware Co., has purchased the Western 
Hardware Co. stock, and will continue 
the business under the name of the 
J. C. Dickie Hardware Co. 

GARLAND, TEx.—H. W. Jones has re- 
modeled his store, and installed modern 
display shelving, etc. He requests 
catalogs on builders’ hardware, me- 
chanics’ tools and automobile acces- 
sories, 

Waco, Tex.—The Smith Hardware 
Co., 619 Austin Street, has been in- 
corporated to deal in bathroom fixtures, 
builders’ hardware, churns, crockery 
and glassware, cutlery, dairy supplies, 
electrical household specialties, electri- 
cal supplies and equipment, flashlights, 
fishing tackle, guns and ammunition, 


hammocks and tents, heating stoves, 
home barbers’ supplies, kitchen house- 
furnishings, mechanics’ tools, paints, 
oils, varnishes and glass, shelf hard- 
ware, silverware, sporting goods, stoves 
and ranges, washing machines and 
wheel toys. The capital stock is $20,- 
000 and N. H. Smith and others are 
the incorporators. 

BURLINGTON, VT.—The Hagar Hard- 
ware & Paint Co., wholesale and retail, 
has bought the stock of the. Isham 
Hardware Co. 

NORTH EMPORIA, VA.—The Tillar 
Harris Hardware Co. will about Oct. 
1 start in business here, handling a 
stock of the following, on which cata- 
logs are requested: Automobile acce# 
sories, automobile tires, barn equip 
ment, bathroom fixtures, belting and 
packing, bicycles, builders’ hardware, 
building paper, churns, cutlery, dairy 
supplies electrical] household specialties, 
electrical supplies and equipment, farm 
implements, flashlights. fishing tackle, 
furnaces, garage hardware, gasoline, 
gasoline engines, guns and ammunition, 
hammocks and tents, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, insecticides, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, pre- 
pared roofing, pumps, sewing machines, 
shelf hardware, sporting goods, stoves 
and rangés, tin shop, toys and games, 
washing machines and wheel toys. 








